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Substitute: apple pie for strudel 


‘EE VERY DAY is full of interest and ex- 
citement,” said Thomas P. Turn- 
bull, District Manager of our Dallas 
office. “And it’s been that way since 
I started with American Express in 
Heidelberg, Germany, in 1950. That’s 
because people depend on us for sym- 
pathetic understanding as well as for 
solving their travel problems. 

“For instance, one day a young 
man walked into my office in Heidel- 
berg. ‘I guess you’ll think I’m crazy,’ 
he said, ‘but I was feeling homesick and 
I saw the American Express sign out- 
side. I thought maybe you wouldn’t 
mind if I just came in and said hello.’ 
He was a nice boy. We talked and 





somehow got around to American 
food and particularly apple pie. I sup- 
pose I was hungry for some, too, be- 
cause I called an American friend of 
mine and his wife baked us the best 
apple pie you ever tasted. We both had 
two pieces.” 

‘Tom Turnbull’s story is typical of 
the many you might hear from the men 
No matter 
where people are, when they see the 
American Express sign, they feel a 
little closer to home. ‘Tom’s sympath- 
etic and helpful attitude, and his real 
interest in people are just two of the 


of American Express. 


reasons why he’s earned so many 
friends both here and abroad. 


American Express Company 


There are more men just like Tom 
Turnbull in American Express’ 400 
world-wide offices. Why not let them 
serve your customers by arranging 
prompt, courteous banking services, 
planning trips, and all the many de- 
tails of travel? They help, too, by assur- 
ing your customers of prompt refund 
on lost or stolen American Express 
‘Travelers Cheques. People know they 
can count on the men of American 
Express. They know languages, cus- 
toms, and people everywhere intimately. 
In short, these men of American 
Express provide your customers with 
home-town service away from home 
. all over the world. 


Thomas P. Turnbull, District Manager, American Express, Dallas, Texas. 
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Talking Money 

Srrs: One of the “show stoppers” at 
the 1958 Baltimore Home Show was 
a “talking $10 bill” at the Provident 





Savings Bank display booth. Our many 
colored signs read, “Everybody knows 
money talks—Be the first to know what 
it says!” 

As visitors approached our booth the 
talking $10 bill would be activated by 
an “electric eye” and whisper one of 


our advertising messages, catching 
many people by surprise. The exhibit 
area was under the constant view of 
a television camera and three television 
monitors transmitted the action to other 
parts of the show. 

To create further interest in the ex- 
hibit, we awarded a $25 savings ac- 
count to lucky ticket holders in draw- 
ings. 

W. TERRELL FULTON, Asst. Treas., 

Provident Savings Bank, 

Baltimore 1, Maryland 
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Historic Change 

Sirs: We thought you might be in- 
terested in these comparative photos 
showing our original drive-in window, 
which was the first in the nation, and 
its modern counterpart. We feel. the 
contrast 


is remarkable, showing the 
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progress made in this direction in the 
20 years since we opened the unit in 
November, 1938. 

In our recently completed remodeling 
and building program we allowed for 
six drive-in windows, such as the one 
shown at the right, and one walk-up 
window for pedestrians. Inspecting the 
old and the new are: Raymond E. Zahn, 
of Diebold, Inc.; Cam F. Dowell, Jr., 
president of the bank; and Mrs. Winnie 
Jo Parish. 

Tom J. HarpDIN, Asst. Vice-Pres., 

Hillcrest State Bank of University 

Park, 

Dallas, Texas 
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World Series Hi-Jinks 


Sirs: Faced with the prospect of a 
business lull each afternoon during the 
World Series, we decided to get in on 
the fun and make some friends at the 
same time. We wheeled TV sets into 
each of our main offices and had our 
staff come to work in sports clothes. 
Every staff member also wore a base- 
ball cap with the insignia of the team 





of his choice, which added color for our 
TV viewers. 

We tried very hard to make them feel 
at home. We passed out free hot dogs, 
soft drinks and peanuts, and even set 
up special rooting sections for the 
Yankees and Braves. 

To help old timers reminisce, Max 
Carey, a former major league star, an- 
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swered questions and explained team 
strategy on our public address system. 
CLAUDE A. RENSHAW, President, 
Miami Beach Federal Savings, and 
Loan Association, 
Miami Beach, Florida 
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Far-Reaching 

Sirs: I know your magazine encom- 
passes the banking field, but I hadn’t 
realized how far-reaching it really is 
until you published my article, “Meet- 
ing Changing Pressures in Instalment 
Credit” in your August issue. 

To date, I’ve had a flood of phone 
calls, many from distant points, and 
more than 30 letters, including one from 
London, England, all with congratula- 
tory comments on the story. 

WARREN R. HASKIN, Vice-President, 
Westport Bank, 
Kansas City, Missouri 













Progress Works Here 





One of the most important and 
basic reasons for good telephone 
service is research. The many 
advances in speed, clarity, dis- 
tance and convenience would not 
have been possible without it. 


They would not have been possi- 
ble either, in the same degree or as 
economically, without one central 
research organization such as the 
Bell Telephone Laboratories. 


This is the research division of the 
Bell System. It has grown as the 
needs of the nation have grown. 


The work of its hundreds of scien- 
tists and engineers covers many fields 
and goes exploring and developing in 
many directions. But it is aimed 
primarily at the betterment of com- 
munications services and the finding 
of ways to provide this better service 
at the lowest cost to the customer. 


Not just recently, but long ago 
the Bell System recognized the busi- 
ness and national need for basic 
research and it has devoted a con- 


siderable part of its laboratories pro- 
gram to this field. 





The “search for new knowledge — 
the effort to increase our understand- 
ing of nature—the probing into the 
unknown”—has brought substantial 


BELL 





RELAYS VOICES UNDER THE SEAS. This is one of the repeater units in the new underseas 
telephone cables. These voice boosters make it possible for you to telephone Great Britain 
and Hawaii as clearly as you call across town. Developed by Bell Telephone Laboratories 
after many years of research. Made to entirely new precision limits by Western Electric. 


benefits beyond their particular ap- 
plication to communications. 


An outstanding example was the 
invention of the Transistor, one of 





the real breakthroughs in science 





that come only at rare intervals. 





These amazing amplifiers, though 
little larger than a pea, can amplify 
electric signals up to 100,000 times. 
They can do many of the things a 
vacuum tube can do—and more be- 
sides! They have opened the way to 
new products and improved others. 


There is no doubt that the Tran- 
sistor has been one of the leading 


TELEPHONE SYSTEM 


factors in an electronic boom and 
has helped to create business and 
jobs in many industries. More than 
50,000,000 transistors will be made 
this year. 


The research and manufacturing 
skills of the Bell System, already or- 
ganized and at hand, are placed fully 
at the service of the U. S. Govern- 
ment whenever we are called upon 
for projects for which we are spe- 
cially qualified. 


Among many present defense as- 
signments is the development of 
guidance systems for intercontinen- 
tal missiles. 
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TRENDS IN FINANCE 








Personal Loan Companies 
See “Squeeze”? Ahead 


More than one-third of the growing 
total volume of personal loans out- 
standing August 30, 1958, were held by 
consumer finance companies, which 
were continuing to hold down their net 
loss charge-offs to an average well 
below one per cent. 

How to maintain this record in the 
anticipated period of increasing per- 
sonal loan demand, tighter money rates 
pressing against fixed ceilings on loan 
amounts and rates, and variable con- 
sumer income patterns—all these were 
key questions that occupied the hard- 
working 44th annual convention of the 
National Consumer Finance Associa- 
tion at the Americana Hotel, Bal Har- 
bour, Miami Beach, Florida, September 
30 to October 3. 

While there was some recreational 
infiltration of fun and frolic, the thou- 
sand-odd attending members were much 
more concerned with stern statistics 
than with steaks and sailfish. On the 
basis of cold figures, aided by projec- 
tions into the foreseeable future, the 
NCFA study and planning committees 
came up with an ambitious schedule of 
things to be done now and things to be 
continuously worked on, with results 
coming some other day. 

To be done now: Not necessarily in 
the order of importance, the NCFA 
speakers and panelists listed these as 
matters requiring immediate attention: 

® Continue sound expansion in pace 
with population shifts. 

© Greater efforts in employee train- 








From left to right: Alvin M. Constans, William A. 





Dillon, Jr., Evelyn Berkeley, 
John L. Mentz, and Paul L. Selby 


New officers of the National Consumer Finance Association 


ing, particularly in the handling of bor- 
rower interviews. 

@ Development of improved advertis- 
ing techniques. 

® More selectivity in the assumption 
of loan risks. 

® Making larger loans to good-risk 
customers—‘Why not make this $300 
instead of $150, and pay off some other 
bills?” 

® Chop operating costs, since “in this 
business we are not permitted to pass 
along operating cost increases to our 
customers.” 

To be worked on: Longer-range ob- 
jectives, requiring continuous attention 
for years to come, include: 

® Press for State legislature adop- 
tion of small-loan regulatory laws in 
the few remaining States where legisla- 


tion is either non-existent or ineffective. 

® Work through state associations or 
directly in quest of higher top-loan 
limits, since $750 will not do the work 
that $300 did when the first Uniform 
Small Loan Laws were promulgated. 

® Continuous adherence to the 
NCFA code of “Standards of Business 
Conduct,” which emphasizes clear and 
lucid loan instruments, avoidance of 
resort to legal process for collection, 
and members’ agreement to stay clear 
of proselyting each others’ employees. 

Consumer debt patterns: By and large 
NCFA studies reveal that debt-consoli- 
dation is the principal motive that 
brings customers into their loan offices. 
There is usually some sort of pressing 
emergency—medical bills ranking high 
in this respect. Consumer finance com- 


Personal loan firms ponder problem of higher money rates vs. ceiling on loan charges and amounts 


Monthly association bulletin 


The status of consumer finance companies in instalment loan picture 
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Short and Intermediate Term 
Consumer Credit cee erssrw 
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Mobile Home Industry 
Continuing Its Growth 


The status of mobile living — and 
of mobile homes as accepted housing 
-——is indicated by estimates that 
1,000 mobile home parks are being 
built in America each year. More 
than $500-MILLION has already 
been invested in parks — and oper- 
ators are spending over $80-MIL- 
LION yearly on improvements, 
maintenance and additions. Growth 
forecast for parks is matched by 
estimated sales increases for mobile 
homes ... growing demands for 
low-cost housing for newlyweds, 
married students, etc. . . . roomier, 
more convenient designs in mobile 
homes which come complete with ap- 
pliances and basic furnishings 
under one price tag! 
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Code of Standards 
Proposed for 
Mobile homes by MHMA 


Mobile Homes Manufacturers 
Assn. board of directors has re- 
quested a thorough study by quali- 
fied engineers within the industry 
... to develop heating, electrical and 
sanitary facility standards for mo- 
bile homes. 


Code of standards will be re- 
viewed for approval and publication 
by SAE (Society of Automotive En- 
gineers) . . . means even higher 
quality in all units competing for 
public acceptance. 
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Study Shows Less Mobility 
in Today’s **Mobile’? Home 


While the ancestors of today’s 
modern “mobile” home were actually a 
roaming type of shelter, the average 
mobile home now rarely moves more 
than 100 miles from its purchasing 
point ... according to a study group 
for A.C.T.I.O.N. ... same report also 
shows that mobile homes continue to 
outsell prefabs year after year... are 
purchased by stable family groups, 
settled-down retired couples, workers 
who move the family from job to job. 


THESE INFORMATIVE HIGHLIGHTS 
AMERICA’S IMPORTANT INDUSTRIES ARE 
PRESENTED IN THE HOPES OF BETTER UNDER- 
STANDING OF MOBILE LIFE... BY 
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Insurance Company 
Grand Rapids 3, Mich, 
No. 1 SPECIALIST IN 
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panies do a surprisingly small amount 
of auto loan business, only $124 mil- 
lion outstanding August 30, or less than 
1 per cent of the total $14.6 billion total 
auto credit then outstanding. 

The NCFA distinguishes between its 
consumer finance company members 
and _ sales-finance companies, noting 
that consumer finance companies em- 
phasize signature loans while sales fi- 
nance companies extend credit largely 
on the repossession value of merchan- 
dise. 

Outlook ahead. Future opportunities 
in the personal loan business were 
sketched by Leon J. Ingram, president 
of Capital Finance Corp., Columbus, 
Ohio, also an NCFA executive com- 
mitteeman: “The number of families 
with annual incomes over $4,000 (which 
is the income level from which we draw 
the bulk of our customers) is increas- 
ing. There were 14 million families in 
this category in 1950. This has in- 
creased to over 26 million, representing 
62 per cent of all families coming 
within this group, and we estimate that 
by 1960 this will further increase to 
70 per cent. 

“There can be no doubt that this 
trend will be accelerated in the next 
ten years,” Mr. Ingram said. “This will 
mean new markets for financing travel, 
education, and recreation through con- 
sumer finance.” 

Alvin M. Constans, president of the 
State Finance Co., Seattle, Washington, 
whom the convention elected to be 
NCFA president for the coming year, 
added: “Borrowing is no longer viewed 
as a corrective for past failures, but 
rather as an affirmation of future 
hopes. The people who most frequently 
borrow from us are the younger family 
people, whose best earning years lie 
ahead.” 

After choosing Mr. Constans to be 
this year’s president, the 1,000 conven- 
tion delegates elected: For vice-presi- 
dent, William A. Dillon Jr., Ithaca, New 
York; for secretary, Evelyn Berkeley, 
Washington, D. C.; for treasurer, John 
L. Mentz, Newark, New Jersey. Paul L. 
Selby, of Washington, D. C., continues 
as executive vice-president. 

Next year’s convention is scheduled 
to take place at the Olympia Hotel, 
Seattle, Washington, from September 
29 to October 2. 
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Reference Data on 
Pleasure Boat Financing 


Evinrude Motors, Milwaukee, Wis- 
consin, has launched a new program 
aimed at closer cooperation between 
manufacturers, dealers and banks in 
the business of pleasure boat financing. 
As a major step in this program, the 
outboard motor manufacturer has com- 


| piled two financial brochures, “Profit 
| Opportunities 
| and a “Bankers Reference Manual on 


in Marine Financing,” 


the Outboard Motor Industry,” for dis- 
tribution to bankers. 

The brochures point up the history 
and future prospects of the boating 












Banker cooperation sought 


industry. The Reference Manual con- 
tains various articles showing that 
pleasure boat financing, although rela- 
tively new, can be profitable business. 
In addition, the book contains the re- 
sults of several surveys that show that 
the repossession ratio is extremely 
low. Also included in the manual are 
methods used by dealers for floor plan 
and retail financing, and an analysis 
of the various forms used. 

Glossary of terms. The Profit Oppor- 
tunities brochure contains a glossary 
of terms and methods used in direct and 
indirect financing of marine equipment; 
bank testimonials on the financing of 
marine paper; a series of editorials on 
the subject; and a number of plans 
used by individual banks in dealing 
with marine paper. 
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Divergent Trends in 
Bank Earnings 


For the first time in many years 
earnings figures of the nation’s banks 
for the nine months ended Septem- 
ber 30, compared with the like 1957 
date, revealed divergent trends. Many 
big institutions, particularly so-called 
money market banks, had nominal earn- 
ings gains or showed actually reduced 
operating net income, the expenses ris- 
ing faster than gross. Medium-sized 
and small institutions for the most 
part had earnings gains, in many in- 
stances to new records. 

The most striking divergence ap- 
pears to have been in New York where, 
out of 15 institutions which give a com- 
plete or partial breakdown of income 
accounts, six earned less for the 1958 
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You may have read the messages reprinted 
above when they originally appeared. They 
are important chapters in the story of our 
correspondent service, and they highlight 
typical ways in which hundreds of banks 
use the essential, profitable facilities of 
Bankers Trust. 


In addition to speedy check clearing, expe- 
rienced government and municipal bond 


BANKERS TRUST COMPANY 


16 Wall Street, New York 15, N. Y. 








How a bank’s best friend can be another bank 


counsel, custodian service, credit informa- 
tion, foreign transactions, there are more 
than a score of other valuable Bankers 
Trust facilities available to you. 


Let us supply you with complete details. 
Better still, let us demonstrate our efficient, 
personalized cooperation in any correspond- 
ent banking problem—great or small. 






Member 
Federal 
Deposit 
Insurance 
Corporation 





















and so will you with 
commodity loans secured by 


AMERICAN 
EXPRESS 
FIELD 
WAREHOUSE 
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Head Office: 
65 Broadway, New York 6, N. Y. 
Offices Nationwide 


Write for FREE booklet 
“‘Bank Loans Secured by Field Warehouse Recelpts’”” 





nine months than they did in the 1957 
period while two showed only nominal 
profit improvement. Yet the 15 banks 
had aggregate net operating income of 
$197,050,102, a new all-time record 
comparing with $194,114,951 in the 
1957 nine-months. These operating 
earnings in all cases exclude profits on 
securities sold. For the seven institu- 
tions which itemized security profits 
such additional receipts amounted to 
$51,316,547. In the like 1957 period 
there were nominal profits on securities 
or substantial losses. Most of the 1958 
security profits were obviously taken 
early in the year, before the decline in 
the Treasury bond market. 

Expense, income charges. Analysis 
of the income accounts of the New 
York banks which reported them in 
full reveals that while salary and mis- 
cellaneous costs rose during the 1958 
period compared with 1957, the big 
expense increase was interest on de- 
posits and on money borrowed from the 
Federal Reserve or through other 
sources. In some cases “interest paid” 
in the 1958 period was at least 30 per 
cent greater than in the 1957 nine 
months. Not only did this reflect in- 
creases in the time deposit interest rate 
of 2% and even 3 per cent on a huge 
volume of funds, but also net gains in 
total time deposits. 

So far as gross income was con- 
cerned, there was a general decline in 
interest earned on loans, which was the 
result not only of a smaller volume 
of loans to business in recent months, 
but also of the dip in average interest 
rates on commercial loans earlier this 
year. However, the fall in income from 
loans in many instances was more than 
offset by higher income from securities, 
chiefly Federal obligations. These yield 
a much larger dollar return than they 
did a year ago and, in many cases, 
there have been net additions to port- 
folios of Government securities to offset 
lower loan volume, and bank under- 
writing of Treasury deficit financing. 
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Gold Certificate Service 


The Bank of Nova Scotia has been 
surprised by the number of inquiries 
for more information it has received 
from United States sources as a result 
of its publicizing recently the facilities 
of its 500 offices for storing gold and 
issuing negotiable “gold certificates” 
against it. There is a disposition to 
credit this interest to the widespread 
emphasis upon inflation as a reason for 
rising stock prices. Gold is a hedge 
against inflation and virtually every- 
body in the world knows it. 

Legal factor. The bank says that its 
gold certificate service provides for 
transfers of possession without expense 
incident to moving the gold. Each 
certificate carries a description of the 
metal, shape and weight. Standard gold 
bars usually weigh around 400 ounces 
and cost between $13,000 and $14,000 
but they may be had in almost any 
size. 

Gold in Canada has been a_ freely 








GOLD CERTIFICATE 
THE BANK OF NOVA SCOTIA 
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THE BANK OF NOVA SCOTIA ‘herein called “the Rank") hereby 
certifies that it holds for safekeeping at its 4 _-Heanch 
im acrordance with the “Terms and Conditian:” fet to the hack eral 
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DEPOSITOR OR HIS TRANSFEREE 
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Negotiable, assists transfers 


marketable commodity in Canada since 
1956 and can be bought, sold, exported 
or imported without license. Except for 
articles of numismatic or art value, and 
such personal possessions as gold teeth, 
United States law does not allow pos- 
session of gold without a license, which 
is not issued for hoarding purposes. 
However, there is nothing in the law to 
prevent any U.S. resident owning a 
certificate that is redeemable in gold, 
provided the metal is not imported 
without authority. 

Charges involved. The Bank of Nova 
Scotia makes an annual charge of one- 
quarter of 1 per cent for storage of 
gold in amounts up to $100,000 (mini- 
mum charge $10), and charges one- 
eighth of 1 per cent on the next 
$400,000 and one-sixteenth of 1 per cent 
on amounts above $500,000. If it buys 
gold for a customer, it obtains it at 
the Canadian “competitive” price, 
usually around $35 an ounce, plus a 
one-eighth of 1 per cent handling 
charge. In addition, the buyer of gold 
foregoes interest on the money invested 
in the metal—at least 4 per cent yearly 
at current interest rates—and has to 
buy Canadian dollars at a premium to 
remit to Canada, if he is a U.S. resi- 
dent. There may be other incidental 
charges if he subsequently transfers the 
gold by sale or otherwise. 

Bankers in the United States who 
have toted up all these debits conclude 
that inflation would have to increase 
its pace considerably if the gold hoarder 
is to keep ahead of the costs he pays, 
in Canada or anywhere else, for invest- 
ing in the precious metal. 
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Bank Liability 
for Invesment Advice 


A law case in England which has 
aroused wide interest concerns the legal 
responsibilities of a bank and its branch 
managers in the case of customers who 
ask for advice on investments. 
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All the British banks give strict in- 
structions to their branch managers 
that they should not give such advice 
on their own responsibility. When ap- 
proached for counsel of this nature, 
they are instructed to explain that they 
will be pleased to obtain advice on the 
customer’s behalf from a firm of stock 
exchange brokers. 

In the case in question this rule was 
ignored with unfortunate results. A 
manager of a branch of Martins Bank 
Limited, in Newcastle, England, gave 
advice and recommendation to a cus- 
tomer, as a result of which the latter 
made an investment in a local refriger- 
ation concern whose banking account 
was maintained at the same branch of 
the bank and was at all material times 
overdrawn. The total amount involved 
was £15,790 (about $44,000). 

The result was a total loss for the 
customer and he sued Martins Bank 
and its local manager. There was sur- 
prisingly little in the way of precedents 
to serve as a guide, but the judge 
awarded the customer the full amount 
of his loss. 

After the verdict a stay of execution 
was granted to the bank, but after re- 
consideration Martins decided to reim- 
burse the customer and has done so. 
This brought the whole matter to an end, 
but as there was no appeal there was no 
settled decision on where a bank man- 
ager’s own personal liability begins or 
ends in such instances. 
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Stymied Loan-Investment 
Position of Banks 


The nation’s money market stabilized 
last month at rates that ranged from 
one-half to three-fourths of 1 per cent 
under the peak rates of the 1957 credit 
restriction period. Further changes may 
await expected seasonal expansion in 
credit which might create tighter money 
if it proved large, or easier money if it 
failed to meet expectations. 

One of the key factors in the outlook 
between now and the year-end is the 
extent to which the “frozen up” posi- 
tion of thousands of banks, as regards 
Government securities investments, in- 
terferes with ready funds for new 
loans, and the extent to which this 
position drives banks to the Federal 
Reserve rediscount windows. Heavy 
rediscounting would bring a new test 
of Federal Reserve policy and could 
produce higher rediscount rates. The 
Federal Reserve has already upped the 
2 per cent rediscount rate to 2% per 
cent to follow the Fed’s principle of 
keeping money rates “in line.” It is 
believed that the rate boost was made 
to follow, rather than lead the money 
market. 

Extent of book losses. As to invest- 
ments in Government securities, thou- 
sands of banks now have portfolios that 
have a market value far below cost; in 
fact aggregate book losses of member 
banks have been roughly estimated at 
$350 million, at least, on the basis of 
October low prices for Treasury issues. 

For the first time in many years 
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most of these banks having losses on 
Federal issues have lost their ability to 
turn around and to follow the tradi- 
tional method of selling U.S. issues to 
get money for lending. 

For most of these banks, if they sell 
and take the losses, such losses~ will 
merely offset profits on Government 
issues taken earlier in 1958. Therefore 
sales now will not yield a tax advan- 
tage and unless money is urgently 
needed sale would be logically post- 
poned until early in 1959, when tax 
losses again could be obtained without 
penalty. 

It is a moot question whether Federal 
Reserve banks would allow member 
banks to borrow large amounts through 


rediscounting for the sake of avoiding 
losses on large portfolios of Govern- 
ment securities. 

Possible alleviating factors. This 
stymied position might be modified (1) 
by a recovery in Treasury securities of 
substantial proportions, (2) by Federal 
Reserve open market purchases of 
Government securities to provide for 
any seasonal rise in business credit 
demands of a legitimate type, and (3) 
by the failure of business demand for 
credit to develop in any substantial 
way. Up to October 1, commercial loans 
of all weekly reporting member banks 
were $2 billion below the level of Janu- 
ary 1, and New York banks’ business 
loans were $1 billion below the total as 
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The word (pron: NAVA-HO) comes from a small valley where 
early Spaniards first met members of this tribe of Indians. Navajos 
simply refer to themselves as “the people”. In those earlier days 
they apparently thought they were everybody. These days, they are 
certainly somebody, to say the least. In the last two years, they have 
recefved nearly 90 million dollars for oil, gas and uranium rights 
on their vast reservation. And they've set up a substantial fund to 
assist new industries which will locate in their part of northeastern 
Arizona and provide better employment for their people. 

There are other people in Arizona, too: scientists, craftsmen, 
tourists, farmers, cowboys, and just about 
any variety you’re looking for. More of 
them move in every day. The population 
regularly makes a sucker out of the census- 


Some mighty good things are happening 


to Arizona’s people out here in the sunshine. 
“Arizona’s Bank” will be glad to answer 


Largest Bank in the Rocky Mountain States ™ 
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of the beginning of the year. 

As this edition of Burroughs Clearing 
House went to press, average lending 
rates for large unsecured business loans 
of 1 year or less maturity by New York 
City banks were just under 4 per cent 
(the prime rate is 4), reflecting the 
fact that many loans previously made 
at lower rates are still on the books. 
That rate compares with a 1957 peak 
of 4.62 per cent. Commercial paper 
(mostly industrial, sold through deal- 
ers) was quoted at 3% to 3% per cent 
against a peak of 4% in October 1957 
and 3 per cent in September of this 
year. Finance company commercial 
paper ranged around 3 to 3% per cent, 
against an October 1957 average of 
close to 4 per cent. Treasury bills were 
around 3 per cent, against a high of 
3.591 per cent in October 1957 and a 
September, 1958, rate of 2.60 per cent. 
Bankers acceptances since September 
have moved up to 3 from 2% per ccent, 
which compares with a September, 1957 
high of 3% per cent. 
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Trust Investment Panel 
Looks at Stocks, Bonds 


Because of the present inflationary 
trends, investors should seek a balance 
in their portfolios between desirable 
common stocks, and bonds on which 
current income rates are unusually 
good. This is the opinion of an invest- 
ment panel at the 32nd Western 





Present varying viewpoints on trust investment strategy 


Regional Trust Conference of the 
American Bankers Association which 
was held last month in Los Angeles, 
California. 

Members of the panel, shown left to 
right in the picture above,. included: 
Shelby Cullom Davis, managing part- 
ner, Shelby Cullom Davis and Company, 
New York; Arthur J. O’Hara, vice- 
president, Northern Trust Company, 
Chicago; Joseph C. Bickford, assistant 
vice-president, Bankers Trust Com- 
pany, New York; and Wesley F. Jones, 
assistant vice-president, Security-First 
National Bank, Los Angeles, moder- 
ator. 

In his opening remarks, Mr. Jones 
emphasized that the purchase of mu- 
nicipal, corporate and government 
bonds was justified because the income 
rates are outstandingly attractive. “We 
all know that inflation, in itself, does 
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The prompt and efficient execution of your 
banking transactions is assured if you avail 
yourself of our experience and facilities. 
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not guarantee higher earnings, higher 
dividends, and higher prices for com- 
mon stocks,” he stated. “Private capital 
spending must return in goodly meas- 
ure, to be coupled with government 
spending, to lay the foundation for 
another rising period of business con- 
ditions.” 

Generally encouraging. Mr. Bickford 
pointed out that business news has been 
generally encouraging since Labor 
Day and that the securities markets 
have sensed the improvement. “We ex- 
pect further near term improvement 
in business,” he added. “Our investment 
policies continue to stress common 
stocks as desirable holdings on a long 
term basis. This reflects our belief that 
the environment is going to be one 
which will permit well managed com- 
panies to increase their earnings and 
dividend payments over a period of 
years.” 

Mr. Davis confined his remarks to 
life and other types of insurance stocks. 
He noted that life insurance stocks 
always become more desirable following 
major developments in the field of 
medicine. Fire and casualty stocks, he 
added, are one of the best buys in a 
decade. With yields of 4 to 5% per cent 
they combine “defense and growth” 
factors in one basket. 

Mr. O’Hara said that an increase 
of 20 per cent in the rate of operations 
of manufacturers of durable and semi- 
durable goods will substantially in- 
crease earnings, and that this makes 
many common stocks suitable for pur- 
chase at prevailing prices. “I am opti- 
mistic as to the outlook for common 
stock prices in the year ahead,” he 
said. “I am confident that earnings will 
increase to an extent that will not only 
justify current prices but warrant 
higher prices.” 
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Seeking Remedies for 
Small Business Failures 


The sixth annual meeting of the 
Pittsburgh Business Institute has just 
concluded its five day-long sessions in 
business management. Known as the 
“big brother to small business,” the 
institute brings together business and 
professional men, bank loan officers and 
credit men to air common problems of 
the city’s small business concerns. 

Successive Tuesdays throughout Oc- 
tober and ending November 4 were 
taken over for discussions on such 
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At Union Bank, Los Angeles... 
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General Electric Closed-Circuit Television Saves 
Time for Customers and Exchange Tellers 


CHECKS VERIFIED IN SECONDS 
WITH INTRA-TEL 2-WAY SYSTEM 


Improved service to customers and time and steps 
saved for exchange tellers is the result of the in- 
stallation of General Electric closed-circuit televi- 
sion at the Union Bank, Los Angeles. 


To verify signatures, exchange tellers used to 
walk a considerable distance across the bank to 
compare the check with the account file card. 


Now, a clerk places the signature card under the 
lens of a small G-E TV camera mounted near the 
signature file, and the exchange teller instantly 
compares the image on the monitor screen with 
the check. 


Closed-circuit television applications for the 
banking industry, in addition to signature verifica- Clerk of the Union Bank, Los Angeles, compares 
tion, include instantaneous transfer of all sorts of check signature on General Electric Intra-Tel re- 
information from one location to another, surveil- ceiver screen with signature from bank’s card file. 
lance of a large banking floor, and two-way visual 
and voice communication between drive-in-window rs —_—e ee ee 
tellers and the main banking area. 





General Electric Company 
Closed-Circuit Television 
Building 3, Electronics Park 
Syracuse, New York 


For more information on how G-E closed-circuit 
television can help you improve customer service 
and save employees time, fill out and mail this 
coupon today. 550-6 


Progress /s Our Most Important Product 


GENERAL @@ ELECTRIC 


| (C0 Please send me ECL-65A Intra-Tel Closed-Circuit Television 
bulletin 

t C Please have representative call 
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Firm 


Address 














topics as the small manufacturers 
council, industrial credit development 
organizations, business and banking 
credit organizations, management 
methods, and federal and state bank 
examining agencies. 

The institute committee was formed 
six years ago by representatives from 
banking, the chamber of commerce, big 
and small business executives and edu- 
cators bent on finding remedies for 
small business failures. Committee 
chairman is Philip S. Shoemaker, vice- 
president of the Fidelity Trust Com- 
pany, Pittsburgh, and member of the 
American Bankers Association’s small 
business credit commission. 
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Banking-Business Frills 
Being Eliminated 


A reform of sorts seems to be sweep- 
ing over the banking and business 
world, aimed at the elimination of 
things that have become non-essential, 
or just meaningless habits. Recently 
the Chase Manhattan Bank dropped its 
annual dinner for its employes of 25 
years or more service on the grounds 
that there were too many rejections 
of invitations to attend. It substituted 
intimate luncheons with management. 
Now the First National City Bank of 
New York, in a letter to customers and 
friends over the signature of Howard 
C. Sheperd, chairman, says it will stop 
sending institutional Christmas cards. 


The Western Electric Company, one 
of the nation’s big industrial corpora- 
tions, has mailed a letter to 33,000 
suppliers and subcontractors with whom 
it regularly does business declaring 
that it is doing away with “business 
gifts” and most “expense account en- 
tertainment” on the ground that both 
practices are bad, raising questions of 
integrity, and that “more should be 
done to suppress them.” Business lunch- 
es are still recognized as normal, says 
the company, but it will now insist that 
they be reciprocated. If there is enter- 
tainment, or other forms of hospitality, 
that also is to be on a reciprocal basis. 

Mr. Sheperd, in his letter for his 
bank, says other banks and corporations 
similarly have made a decision to end 
meaningless Christmas card sending 
and that European banks had taken 
similar steps. Mr. Sheperd added that 
the bank believed that “what had 
formerly been an individual and per- 
sonal expression had lost much of its 
personal character and had become a 
matter of routine.” He said his first 
letters to customers announcing dis- 
continuance had been received with 
“widespread approval.” 
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Corporate Financing 
by Institutions 
Since the end of World War II Amer- 


icans have entrusted about 80 per cent 
of their savings to “financial intermedi- 





The pattern has changed 


aries,” chiefly banks, life insurance 
companies, savings-and-loan associa- 
tions, pension funds, investment com- 
panies and credit unions. 

The implications of this situation for 
business are explored in a new booklet, 
“Financing Corporate Growth Through 
Investment Institutions,” prepared by 
the Dartmouth Economic Research 
Council with the help of a grant from 
the Committee for Economic Develop- 
ment and published by the CED. Copies 
are available at $1 each from Professor 
Robert S. Burger, The Amos Tuck 
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DO YOU HAVE ACCOUNTS 
REQUIRING SPECIAL FINANCING? 


Talk to Talcott. If you have loan cus- 
tomers whose requirements are tem- 
porarily beyond your loaning policy, 
James Talcott, 
keep their good will and loyalty. If 
you're faced with the decision of 
limiting loans, Talcott will cooperate 
with you in working out a financing 








Charlies T. Brown, 811 Queens Road 
Charlotte, N. C. 







CHICAGO 
209 SOUTH LaSALLE STREET 


EDison 2-7685 


Inc. can help you 


program in which you may wish to 
participate. Remember: if you, as a 
banker, feel that your client requires 
special financing beyond the serv- 
ices of a bank, Talcott can supply 
this additional working capital until 
such time as the needs of your cus- 
tomer are again acceptable to you. 


Talcott’s Special Financing... 


e Accounts Receivable (Non-Notification) @ Inventories 
@ Machinery & Equipment e Instalment & Lease Sales 


e Factoring (Notification & Non-Notification) 


JAMES TALCOTT. INC. 


FOUNDED 


NEW YORK 
221 FOURTH AVENUE 
ORegon 7-3000 





Financial 6-1444 


JR. “yo 1826 Coulee St. 
P, 0. Box 
EVergreen 7-4260 


DETROIT 
1870 NATIONAL BANK BLDG. 


8, Jacksonville, Fila. 


1854 


WOodward 2-4563 


Clarence Knowles, 1734 Candler Bidg. 
Atianta 3, Ga LAmar 1936 
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School of Business Administration, 
Dartmouth College, Hanover, New 
Hampshire. 

The 27-page booklet traces the 
growth of financial intermediaries since 
1920, points out how their investment 
patterns have changed, and shows some 
of the ways they may influence cor- 
porate policy, in finance and other 
areas. 
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Correspondent Conference 


A spirit of optimism about the busi- 
ness picture pervaded the 15th an- 
nual Correspondent Bank Conference 
sponsored by the First Pennsylvania 
Banking and Trust Company, Philadel- 
phia, last month. Dr. Lionel D. Edie, 
one of the nation’s leading economists 
from New York City, cited as proof of 
the upturn in business the increase in 
personal expenditures during the third 
quarter of this year and a rising level 
of Federal, State, and local govern- 
ment spending. E 

Dr. Edie estimated a gross national 
product in 1959 of $462 billion with a 
rate of $475 billion during the last 
quarter. Industrial production will con- 
tinue to rise during the latter part of 
this year and slowly throughout 1959, 
he added. 

Private capital expenditures, how- 
ever, will total about 3 per cent less in 
1959 but an upturn is expected by the 
end of that year. Dr. Edie also predicted 
an industrial production index of 145 
next year, compared to 135 in 1958. 

Approximately 700 bankers attended 
this year’s conference. Other subjects 
discussed at the meeting included: 
Farm loans, branch office operations, 
community affairs and a bank’s income 
tax return. 
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New Finance Landmark 
in Eeuador 


Progress in South American banking 
is exemplified by the modern, impres- 
sive new quarters of Banco de Guaya- 
quil, Ecuador, pictured below. Founded 
in 1923, this commercial bank has been 


Abounds in modern features 
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i Monthly Review 


THE BANK OF NOVA SCOTIA 










Banker’s-eye view 
of Canadian business 






nN OBJECTIVE look at. developments and 
trends from a Canadian viewpoint—that’s 
the BNS Monthly Review. Designed for busi- 
nessmen, it is written by senior economists of 
The Bank of Nova Scotia. 


Each issue analyzes a basic development affect- 
ing the Canadian economy. Executives in 70 
countries find these reports valuable. You will, 
too, if you do business in Canada, or are thinking 
about it. 


To put your name on our mailing list for free 
copies of the Monthly Review, fill in and mail 
‘the coupon below. 


The BANK of NOVA SCOTIA 


New York: 37 Wall Street. Chicago Representative: Boord of Trade 
Building. General Office: 44 King St. W., Toronto. London Offices: 
24-26 Walbrook, E.C.4; Waterloo Place, $.W.1. More than 500 branches 
across Canada and abroad, 


Correspondents wherever men trade, 


Economics Department, D 
The Bank of Nova Scotia, 
44 King Street West, Toronto, Canada. 




















Please put me on your complimentary mailing list to receive the 
Monthly Review. 
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%& OVERSEAS OFFICES * 
New York, Rio de Janeiro, Sdo Paulo 
Buenos Aires, London, Hamburg, Alexandria 
Calcutta, Bombay, Karachi, Vientiane 
Singapore, Hong Kong and 15 Repre- 
sentative Offices in Other 





Countries 


%& DOMESTIC OFFICES * 
Tokyo, Yokohama, Nagoya, Osako, Kobe 
ond Other Main Cities in Jopan 


THE 
BANK OF TOKYO, 


LTD. 


HEAD OFFICE: TOKYO, JAPAN 


*%& AFFILIATE * 


THE BANK OF TOKYO OF CALIFORNIA 
San Francisco, Los Angeles, Gardena 























%& SUBSIDIARY * 


THE BANK OF TOKYO TRUST COMPANY 
New York 
















































especially active in financing export 
products. 

The building is said to be the first in 
Ecuador to be fully soundproofed with 
acoustical tile. The writing tables and 
other fine wood finishes have a protec- 
tive coating of liquid glass said to, be 
refractory to dirt, high temperatures, 
and other damaging conditions. There 
is the latest in vault and safety deposit 
box equipment, and a central air con- 
ditioning unit. 
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U.S. Gold Less Crosses 
$2 Billion Mark 


Foreign takings of United States 
gold this year, mostly for foreign bank 
accounts at the Federal Reserve Bank 
of New York, crossed the $2 billion 
mark last month as total gold held 
under accounts at the New York Fed- 
eral Reserve reached a record slightly 
above $8 billion. 

The gold losses and the amount under 
earmark would have been larger had 
not tight money produced sufficiently 
attractive yields on Treasury bills and 
bankers acceptances to divert some 
foreign money into such investments. 
Foreign bank holdings of short term 
U.S. Treasury paper increased during 
the month of October to a near record 
$3.6 billion. 

With some statistics incomplete it 
appears that foreign dollar cash assets 
now are at an all time record for the 
post war period. In addition to the 
holdings of more than $8 billion of 
earmarked gold and $3.6 billion of short 
term Treasury securities, there are 
foreign time deposits in American com- 
mercial banks of nearly $1.5 billion. 
The sum of these three items is over 
$13 billion. The losses suffered by for- 
eign reserves during and immediately 
after the stoppage of the Suez Canal 
two years ago have been more than 
recouped. 

A record drop. The $2 billion. gold 
loss since January 1 is the largest 
sustained by the United States, in its 
capacity of world banker, in the post- 
war period and one of the largest losses 
for so short a period experienced by 
any country. It is the result of per- 
sistent gains in foreign balances of 
payments accounts with the United 
States, over and above deficits on visible 
foreign trade, produced in part by 
United States grants in aid, loans, gifts 
of merchandise, military expenditures 
abroad and growing foreign long term 
investments by many American indus- 
trial firms. 
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Free Movie on Equities 
Now Available 


A new 30-minute film, “Mr. Webster 
Takes Stock,” is now available free for 
showing at clubs, schools, business and 
fraternal organization meetings. The 
film tells what happens when a teen- 
ager studies economics in school, visits 
the New York Stock Exchange, and 
finds out how people put money to work 








Explains stock investment 


by investing in sound common stocks. 

There are no professional actors in 
the cast. All the people simply play 
themselves: business men, parents, 
school children, and their teacher. 
There is no rental charge for the film 
and the only cost involved is that of 
return postage. Further information 
can be obtained from Sterling-Movies 
U.S.A., 438 West 61st Street, New York 
23, New York or by calling the nearest 
office of Merrill Lynch, Pierce, Fenner 
& Smith. 
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New Zealand Borrows 
From 13 American Banks 


Another milestone in private inter- 
national financing is seen in the an- 
nouncement that the government of 
New Zealand had made arrangements 
to borrow $46 million from a group of 
13 American banks headed by J. P. 
Morgan & Company, New York City. 
The financing marks the first time that 
New Zealand has entered the New York 
market to borrow money. 

The money will be used to tide New 
Zealand over a period of adjustment 
to sharply reduced prices for her export 
produce, notably wool and dairy items. 
Two-thirds of the financing will be 
secured by gold and is for a three year 
term at 3% per cent interest per year; 
the remainder consists of a one-year 
revolving credit at 4% per cent. 
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THE PHANTOM OF THE OPEN HEARTH 


November, 1958 


How would you like to build a $45 million open hearth furnace with only $10 million? You think 
it can't be done? At United States Steel, we know it can't be done. But under the existing tax 
laws on depreciation we're supposed to do it. 


Because it cost only $10 million to build an open hearth furnace 25 years ago, that's all that 
the tax laws let us set up to replace it when it wears out—even though it costs $45 million to 
build one today. The additional $35 million has to come from profits. But profits we spend on 
replacement are only phantom profits. They can’t be used for research, expansion, payments to 
our shareholders—the things profits should be used for. We have to use them just to stand still. 


Last year, nearly % of all the profits that United States Steel earned were phantom profits. 
USS is a registered trademark 


(iss) United States Steel 
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SAN DIEGO 


POP. 434,924 ELEV. 20 


THE ALAMO. SAN ANTONIO, TEXAS 


lif SAN DIEGO moved to SAN ANTONIO... 


credited the day they are received. Rejected 
items, returned direct, reach you without delay. 


For complete information about this unique cor- 
respondent service, write: Corporation and Bank 
Relations Department, Bank of America, 300 
Montgomery Street, San Francisco, or 660 South 


Spring Street, Los Angeles. 


wise dus ic 7 f . 
Thi banks thas fainga California closer to you. Bank of Amevirs 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


...San Antonio transit items on San Diego still 
couldn’t move much faster than they do right 
now via Bank of America! 

Wherever you are, Bank of America can save 
you days in California routing. Send cash letters 
direct to any one of the more than 600 branches 
in our statewide network, and have your account 
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BANKING NEWS 








New Bank Skyscrapers 


Construction will soon begin on two 
new additions to New York City’s sky- 
line. The Hanover Bank and The First 
National City Bank of New York have 
both revealed plans for new skyscrap- 
ers which will be located on Park 
Avenue, 

The Hanover Bank building will be 
located at 350 Park Avenue and will 
be 30 stories high. A substantial part 
of the bank’s operations will be moved 
into the new building when it is com- 
pleted in 1961. The bank will occupy 
the ground floor, basement and seven 
upper stories in the building. The bank 
has an agreement for a long-term lease 
with Uris Brothers, the construction 
firm that will erect the building. 

The First National City Bank build- 
ing is also scheduled for completion in 
1961. It will be 41 stories high and 
will be located at 399 Park Avenue. 
Although the occupancy of the build- 
ing has not been decided in detail, it 
will serve as a centralized location for 
the bank’s operating departments, 
which previously have been scattered 
in various locations throughout the 
city. 

The new building will be completely 
air conditioned and feature recessed 
fluorescent lighting throughout. Total 
cost of the structure is estimated at 
$50 million. 
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Bank Launches Its Own 
Armored Car Service 


The Peoples Bank & Trust Com- 


pany, Rocky Mount, North Carolina, 
recently inaugurated what it claims 
is the first bank-owned armored car 
service in order to facilitate money 





First National City Bank building 
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The Hanover Bank building 


Will enable these New York banks to centralize operations 


transfers between its 14 branches 
throughout northeastern North Caro- 
lina. In addition, the bank is offering 
the service to other financial institu- 
tions in the area and negotiations are 
underway with several banks. 

The service was started last August 
when the bank purchased an armored 
car and began making the rounds of its 
branches. In order to promote the 
service among other banks, the truck 
made one round trip and stopped at 
various banks in the area for inspec- 
tion. 

Two guards are used on each run. 
There is a standby pool of ten guards 


Bank has own armored car service for service between branches 
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who are obtained from a list of off- 
duty Rocky Mount policemen. Al- 
though there is no official tie-up with 
the police department, the police chief 
sanctions the use of off-duty patrolmen 
as armored car guards. 

W. H. Stanley, vice-president and 
cashier of Peoples Bank, is in charge 
of the armored car service. Mr. Stan- 
ley points out that efforts to promote 
the service among other banks have 
been limited so far to personal con- 
tacts by Peoples Bank officers. How- 
ever, he adds that there is a great deal 
of interest in the service and that it 
is expected to grow rapidly. 
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Florida Bank To Launch 
Post Card Check Program 


Pilot tests of a new post card check 
have been so _ successful that the 
Hialeah-Miami Springs Bank, Hialeah, 
Florida, has ordered 60,000 to launch 
its post card check program. The bank, 
second oldest in Greater Miami, de- 
signed its own checks, and they will be 
available to both regular and special 
checking account customers. 

Designed primarily for routine pay- 
ments, the checks are printed on stand- 
ard post card stock. When provided for 
depositors, they will have the customer’s 
name imprinted and will be furnished 
without charge. 

Because the checks will cost only 
three cents to mail, the bank plans to 
promote them with the slogan, “You 
can still mail your checks with a three- 
cent stamp.” Charles E. Buker, presi- 
dent of the bank, says the checks are 
part of a continuing program to serve 
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* TENSION ENVELOPES 


ES 


save 20% 


mailing time 


envelopes 


Free “idea kit” shows you how! 


Why lose labor time in the mail- 
ing room or in the office with 
conventional gummed flap enve- 
lopes? 

You seal without moisture with 
Tension Touch ’n Seal envelopes. 
They eliminate at least two com- 
plete steps in mailing room op- 
erations. Secretaries love them 
and efficiency experts praise 
them. Touch ’n Seal works equal- 
ly well for correspondence or 
mailing bulky contents. Abso- 
lutely no “popped” flaps! 


And they actually pay for them- 
selves by reducing mail-handling 
time up to 20 per cent or more. 
Write for FREE samples. 


Tension Envelope Corp. 
823 East 19th Street 
Kansas City 8, Missouri 


Please send me your FREE Envelope 
idea Kit for insurance executives. 
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New design in postcard check 


small depositors. He estimates that one 
million of the new checks will be used 
within the next year. 
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What's in a Name? 


Employees of the Rhode Island Hos- 
pital Trust Company, Providence, are 
pretty well conditioned to having their 
bank confused with a hospital. Per- 
sonnel at the bank’s branch at the U.S. 
Navy base in Newport are particularly 
used to new recruits walking into the 
office for aspirin and such things as 
shots and other medical treatment. 

But even these employees were 
slightly nonplussed recently when a 
Naval ambulance drove up to the 
branch doors with two casualties. “We 
try to give every service we can,”’ said 
Anthony Frain, manager of the Navy 
branch, “‘but in this case, our facilities 
were limited.” 
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Bookkeeping Exhibit Idea 


As part of its observance for the 
introduction of electronic bookkeeping, 
The Utica Square Bank, Tulsa, Okla- 
homa, featured an historic exhibit in 
its main banking room. The exhibit 
showed the posting methods used in 


Bank lobby display features 





banking from the time of hand-written 
ledgers up to the present electronic 
bookkeeping machine. 

Newspaper ads from the bank an- 
nouncing the electronic system pointed 
out the many advantages. ‘“Here’s 
something new with the ‘Accent: on 
YOU!” one ad stated. “Electronic 
bookkeeping not only eliminates the 
possibility of human error in handling 
your account, but it relieves our em- 
ployees of many routine tasks. This 
gives them more time to perform their 
most important job... that of serving 
YOU, our customers.” 
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Two More Banks Form 
Small Business Companies 


Two mid-western banks have an- 
nounced plans to establish small busi- 
ness investment companies under the 
terms of the Small Business Invest- 
ment Act passed by Congress this year. 

Both the United States National 
Bank of Omaha, Nebraska, and the 
Iowa-Des Moines National Bank, Des 
Moines, Iowa are forming investment 
corporations which will provide long 
term loans and equity capital to small 
business firms. The Investment Act 
provides that investment companies 
can be formed by individuals and banks 
with a minimum capital of $300,000. 
The Small Business Administration can 
contribute half of this amount in the 
form of subordinated debentures. 

Both banks feel that there is a need 
for this type of investment company 
to supplement regular bank credit in 
their areas. 
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Family Budget Guide 


The Educational Foundation of the 
Pennsylvania Bankers Association is 
offering a family budget guide to radio 
and television audiences through a 
public service spot announcement. The 
budget guide, shown in the illustration 
on page 18, is set up on a sliding scale 
principle. The family selects. the 
amount of its monthly income along 
with the number in the family, and the 
amounts that should be spent for food, 
shelter, etc., appear automatically. 

The budget guide announcement is 
the seventh in the Foundation’s series 


progress in posting methods 





Burroughs Clearing House 








Rubber gets around 


In tires and tubes. Pencil erasers, 
boots and toy balloons. The bene- 
fits of rubber are wherever we 
ride, work, walk or play. 

Many companies, large and 
small, compete to provide the 
countless rubber products we use 
every day. 

And the nation’s commercial 
banks contribute something, too. 


Commercial letters of credit 
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supplied by banks help move 
natural rubber from distant ports 
to U. S. factories. Money, credit 
and financial services help manu- 
facturers form crude rubber into 
useful items, and in many cases 
help retailers stock and sell them. 

The Chase Manhattan Bank of 
New York, a leader in commercial 
loans, is proud to be a part of this 
banking system which works with 


business and industry to provide 
better living for all Americans. 


THE 


CHASE 


MANHATTAN 
BANK 


Chartered in 1799 
Member Federal Deposit Insurance Corporation 
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lishing a model banking curriculum. 
Advice on this subject is being sought 
from both university educators and ex- 
perienced professional bankers. 
Humanities included. “We must ex- 
plore such questions as what banks 
expect students should know about 


e WHAT TO INCLUDE IN EACH GROUP 

& GROSS MONTHLY INCOME : #000: Groceries, mest, milk, vegetables. eggs. ADVANCEMENT: Health, education, recreation. 

oe NUMBER IN FAMILY fruit, etc.. cost of lunches end all meals out. i js 

E FEDERAL WITHHOLDING TAX SHELTER: Rent A payment on home, real sate 

texes, repeirs property improvement, fire 

<<] SOCIAL SECURITY ‘ ante. 

a ee HOUSE OPERATION: Fuel, light, gas. telephone, 

water, household help. beby sitter, gardener, leun- 

dry, household supplies, equipment, furniture, 

draperies, linen, etc. 

) <- FOOD CLOTHING: Clothing for all members of family, dry 
ji <e SHELTER cleaning. repairs, pressing, miscellaneous accessories. 


- 


NOTE: The figures given have been 
piled from the best possible private and Govern- 


}] <&- HOUSE OPERATION Carf. 





<<] CLOTHING 
<E& TRANSPORTATION 
<& ADVANCEMENT 

i] <— SAVINGS 


on car. 


Core 1982 MORTH Pac: 


s#ie PANE ROTE CO. 
TaCom A, WASHING TOR 





lere. bile peyments. 
insurance, repairs, tires, ges, oil and depreciation 


to fit your specific family problem. 


Handy budget chart offered by Pennsylvania bank group 


entitled “Make the Most of Your 
Money.” Within two weeks after the 
announcement had been sent out, the 
P.B.A. received 33,000 requests for 
the guide. In addition to creating good 
will, the budget guide offer also gave 
the P.B.A. the opportunity to check on 
how popular its money series has been 
with the public. 
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Bank League Launches 
Student Training Program 


The Bank-Share Owners Advisory 
League, Chicago, Illinois, has launched 
a program to establish bank manage- 
ment as a college-trained career on a 
par with other professions. Malcolm C. 
Engstrom, president of the League, 
says the purpose of the program is to 





encourage young people to decide on 
a banking career early in their college 
life. Discussions to establish commer- 
cial banking curricula on both the 
graduate and undergraduate level are 
currently being held with educational 
authorities. The possibility of scholar- 
ships is also being considered. 

“At present, formal banking educa- 
tion exists only in a few schools,” Mr. 
Engstrom said. “In other words, we 
must depend on students picking us 
first before they acquire specialized 
training. The result, too often, is that 
they pick industries which are wooing 
them.”’ He added that 50,000 new ex- 
ecutives are needed each year by the 
nation’s 14,500 banks. 

Dr. John K. Langum, a consulting 
economist, has been appointed the 
League’s director in charge of estab- 


bank operations, administration, credit 
work and investments,” Mr. Engstrom 
said. “In addition, we know that bank- 
ers must have a broad knowledge of 
the humanities, including economics 
and government.” 

The program was given added impe- 
tus at the League’s recent meeting in 
Chicago, by W. Allen Wallis, dean of 
the School of Business of the Univer- 
sity of Chicago. Dean Wallis told the 
meeting that more students are ex- 
pressing an interest in banking and 
said that if bankers are going to recruit 
outstanding students, they must do it 
at the undergraduate level. 

He also suggested that banks might 
work out a “package” scholarship plan 
that would involve students’ college 
study and a work program at the bank 
during the summer months. 
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Cadet Checking Program 


The Exchange National Bank, Colo- 
rado Springs, Colorado, is cooperating 
with the United States Air Force 
Academy in a program aimed at teach- 
ing new Air Force Cadets the value of 
financial responsibility. 











THE BANK OF CALIFORNIA 


NATIONAL ASSOCIATION 
SAN FRANCISCO and other California cities... PORTLAND, Oregon... SEATTLE and TACOMA, Washington 


HEAD OFFICE: 400 CALIFORNIA STREET, SAN FRANCISCO 20 











The Bank of California is in the unique position of being 
able to offer its corporate customers and correspondent banks 
the services of seventeen complete banking offices in all 
three Pacific Coast states. For on-the-spot credit information, fast 
collection of items, concentration of funds and other banking 
services in California, Oregon and Washington, we suggest you 
take advantage of this exclusive tri-state operation. 
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FINANCIAL 
INDEPENDENCE © 


and a banking home for 


ROBERT JACOBS 


UNITED STATES AIR PORCE ACADEMY 
CADET, JUNIOR OPPICER, SENIOR OFFICER 


Managing a checking account 


The bank started a personal checking 
account program for Cadets, called the 
Air Force Academy Service Plan, in 
1956. Major General James E. Briggs, 
Academy commandant, felt that one of 
the requisites for making Cadets first 
class citizens was teaching them to be 
financially responsible. As a result, a 
Cadet is allowed to open his own per- 
sonal checking account near the end of 
his first year’s training. The Academy 
deposits the Cadet’s pay to his personal 
account. 

The_first class of Cadets was allowed 
to open accounts at a bank of their 
choosing in the spring of 1956, and 
half the class chose to do business with 
Exchange National. The bank did not 
conduct any directed promotion of its 
checking facilities among .the Cadets 
but attributes the overwhelming choice 
to its advertising program and its 
reputation in the past as a real service 
bank for the military forces in the 
Pike’s Peak region. 

Special booklet. Once an account was 
opened, the Cadet was supplied with a 
carefully prepared booklet which gave 
a step-by-step method of managing a 
checking account. 

The Cadet was also supplied with 
samples of a personally imprinted check 
book with checks, and an Air Force 
“blue” valet case for keeping deposit 
receipts and other financial records. 

The bank guarantees the mailing of 
deposit receipts to the Cadet on the 
same day the deposit is received. This 
particular service is considered espe- 
cially important because Cadets operate 
on a minimum monthly pay. 
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NYSBA Sponsors 2-Week 
Management Institute 


Realizing that one of the major 
causes of bank mergers in recent 
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Come on down 
and see us! 


More and more executives today are looking into the 
rapidly growing markets in Australia and New Zealand. 
If you’re thinking about going to Australia or 

New Zealand, we'd like to send you copies of the 

A. N. Z. Bank Travellers’ Guides which give you 
valuable up-to-date information about the important 
centres that you'll be visiting. There are guides for 
Sydney, Melbourne, Adelaide, Perth, Brisbane, Tasmania, 
Wellington, Auckland, Christchurch, Dunedin and 
each includes a street map. Merely tell us which ones 
you'd like and they’ll be sent free. Write to: 


General Manager’s Office 
AUSTRALIA AND NEW ZEALAND BANK LIMITED 
394/396 Collins Street, Melbourne, Australia 






Chief Manager's Office 
AUSTRALIA AND NEW ZEALAND BANK LIMITED 
196 Featherston Street, Wellington, New Zealand 


The Manager 
AUSTRALIA AND NEW ZEALAND BANK LIMITED 
71 Cornhill, London, E. C. 3, England 


AUSTRALIA AND NEW ZEALAND BANK LIMITED 


19 








years has been the failure of institu- 
tions to provide for management suc- 
cession, the School of Banking of the 
New York State Bankers Association 
recently conducted an institute for the 
training of middle management bank 
executives. Entitled the Bankers In- 


stitute for Executive Development, 
the intensive two-week course was held 
at Carmel, New York, from October 5 
to October 17. 

Thirty-nine students from banks in 
22 communities attended the Institute. 
Subjects for study included: liquidity; 
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t’s assume that all customers of your 
bank use ordinary stock checks without 
imprinting—the kind you used to hand 
out over the counter. Naturally, you 
supply such checks free, so let’s assume 
that they cost you $1,910.10 during a 
certain four-month period. Now, let's 
assume that you decide that all of your 
customers must use checks bearing 
printed names and account numbers 
because you are adopting a mechanized 
handling system that requires that all 
checks be imprinted. If you decided to 
supply these imprinted checks free, 
your check expense would increase, 
would it not? No matter how cheaply 
you bought them, or how inexpensively 
you printed them, they still would cost 
you more than checks which were not 
imprinted at all. Right? 


Now here is a typical case to illustrate 
how you could provide all your cus- 
tomers with imprinted checks without 
increasing your check costs at all. A 
certain bank that we serve (name on 
request) paid us $6,722.48 in the four- 
month period studied. The bank 





LET’S ASSUME 








recovered $5,117.79 through the sale 
of fully personalized checks to customers 
who were willing to pay for them, 
leaving a net cost of $1,604.69, which 
was less than the $1,910.10 representing 
the cost of plain lithographed stock 
checks. Obviously, those customers who 
bought the fully personalized checks 
carried the load for those who were 
given “line checks” bearing merely their 
printed names and account numbers, 
but they received real high-grade 
checks and were happy to pay for them. 





After twenty years of merchandising 
the idea that “the checks you sell cost 
you nothing,” we don’t have to engage 
in conjecture because we can recite 
many case histories to prove our point. 
Two things we have learned, however. 
First, you must really try to sell checks 
—and that is where we can be of help. 
Second, you must sell high-quality 
checks—and that is what we deliver. 
So, if you think you have to absorb 
extra check expense occasioned by 
mechanization, give us the opportunity 
to prove to you that such is not the case. 
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CHECK PRINTERS 


Manufacturing Plants at: 
CLIFTON, PAOLI, CLEVELAND, INDIANAPOLIS, CHICAGO, 
KANSAS CITY. ST. PAUL, DALLAS, CHATSWORTH 
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The adie to call 


in Boston is 


LAfayette 3-6800 
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Preparing Today's Bank Executive 


For Tomorrow's Challenges 


ANNOUNCEMENT and AGENDA — 





of the 


BANKERS INSTITUTE 


EXECUTIVE DEVELOPMENT 


to he held at 
THE SEDGEWOOOD CiVve 





CARMEL, NEW YORK 
@OCTOGER 6-177TM, 1988 












































Management succession theme 


capital adequacy; profitability; in- 
vestment funds; seasonal money re- 
quirements; asset allocation; interest 
rates; and automation and electronics. 
Other discussions were held on the 
duties and responsibilities of manage- 
ment; administration and delegation of 
authority; decision making; communi- 
cations; personnel; business develop- 
ment; and community and customer 
relations. 

The prime objective of the Institute 
was to make the individual’s previous 
banking experience more useful in his 
day-to-day banking operations. The 
Institute’s curriculum was developed 
through extensive research of the 
needs and requirements of banking. A 
study of various banking institutions 
was instrumental in developing specific 
areas for training. 
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New A.B.A. Film 


A new public service film entitled 
“A Man To Know” has just been pro- 
duced for the Public Relations Council 
of the American Bankers Association 
and will soon be seen by television 
viewers across the country. The film is 
designed to dramatize the wide variety 
of financial services available at a com- 
mevical bank and also to paint a 
friendlier picture of the nation’s banks 
and banters. 

The story tells how a small town 
banker is able to step in at crucial 
times to aid the people of his commu- 
nity. In addition to being shown on 
television stations as a public service 
feature, the motion picture will later 
be made available to A.B.A. members 
for either purchase or rental. 
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Banking In-The-Round 


An unusual branch bank office has 
just recently been opened by the East 
New York Savings Bank, 2644 Atlantic 
Avenue, Brooklyn, New York. Known 
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“This complete insurance helped our bank 


get 60% increase in auto finance business.” 
—L.D. McConnell, V. Pres., The Citizens National Bank, Evansville, Ind. 


“Several years ago, with the assistance of The Central [(@@escimE 
National Insurance Companies of Omaha, our bank added if 
health, accident and hospitalization to our life insurance THE 
coverage on installment purchases. 


“We feel this contributed greatly to the immediate 60% dl C E NT R AL N ATl 0 N AL 


increase in the auto financing business which our bank 


experienced. This business has continued to increase INSURANCE COMPANIES 


during the past several years. 


“We are highly appreciative of the part The Central Central National Bldg. 
National Insurance Companies have played through the OMAHA, NEBRASKA 


excellent service they have given us.” 
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KEY POSITIONS 


in Canada 


Another important element in 
Canada’s economy—and strength— 
is her banking system, whose largest 
member (and fourth largest in North 
America) is The Royal Bank of 
Canada. If you have among your 
clients firms or individuals who wish 
to explore business and financial op- 
portunities in this fast growing coun- 
try, you are invited to call on the 
“Royal” for practical assistance and 
helpful counsel. A widespread net- 
work of “‘on-the-spot”’ branches, plus 
an alert, well-organized Business De- 
velopment Department, enables us 
to supply up-to-date information on 
specific areas and activities—com- 
plete banking facilities—and many 
specialized services outside the realm 
of routine banking. 


THE ROYAL BANK 
_ OF CANADA 


- Head Office: Montreal 
f= New York Agency— 
i= 68 William St., New York 5, N. Y. 
f= Over 900 branches in Canada,The West 
; Indies, Central and South America. 
Offices in New York, London and Paris, 
Correspondents the world over. 


Total Assets Exceed 3% Billion Dollars 
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Circular bank building is spacious, functional 


as the Kingsway branch, the cylindrical 
brick form of the building is accentu- 
ated by arched windows at the lower 
level and narrow openings at the upper 
level. 

The perforated concrete roof canopy 
serves as a floating cornice as well as 
a housing for exterior floodlighting. 
The first floor of the building contains 
a large circular banking space with 
tellers’ windows at the perimeter and 
the public area in the center of the 
circle. The second floor contains spe- 
cial banking facilities as well as em- 
ployee installations. Safe deposit fa- 
cilities are located in the basement. 
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Bank Holdups, Burglaries, 
Set 24-Year Record 


The Insurance and Protective Com- 
mittee of the American Bankers Asso- 
ciation reports that crimes of violence 
against banks for the fiscal year ended 
August 31 set a 24-year record. The 
committee lists 431 attacks against 
banks last year, compared to 189 for 
1957. The 481 figure tops the previous 
24-year high of 379 recorded in fiscal 
1955. 

Among the attacks on banks during 
the last Association year, there were 
270 holdups and 38 burglaries with 
losses totalling $1,805,967. In addition, 
there were 59 frustrated holdups and 
64 unsuccessful burglary attempts. The 
committee report states that the fact 
that 29 per cent of the bank attacks 
were unsuccessful indicates better pre- 
paredness on the part of banks but 
that still more preventive measures are 
necessary. 

In the matter of defalcation losses, 
the committee reports that losses dur- 
ing the first 6 months of the calendar 
year totaled $2,715,315, compared to 
$2,675,890 for the same period of 1957. 
In this matter, the committee suggests 
that after all reasonable precautions 
have been taken, banks should consider 
purchasing $1 million fidelity insurance 
excess over the amount of bankers 


blanket bond coverage already in force. 

Thomas F. Glavey, vice-president of 
The Chase Manhattan Bank, New York 
City, is chairman of the Insurance and 
Protective Committee. 
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Short World History 


The Barclays Bank Group, London, 
England, has recently published a lav- 
ishly illustrated booklet entitled, ‘“‘The 
World We Live In.” Written by David 
L. Linton, professor of geography at 
Sheffield University, the booklet traces 
the history of the world from the ear- 
liest time down to the present. 

The booklet points out how the con- 
tinual increase in population and ad- 
vancements in methods of transporta- 
tion are actually making the world 
smaller. The only answer to the prob- 
lem of more people and a dwindling 
food supply, according to the author, 
is for people of. the world to live by 
cooperation and good will. 


A bank-distributed study 








Burroughs Clearing House 

















A richly illustrated map of the world 
is also contained in the booklet. The 
map is drawn on the Atlantis Projection 
and shows the area of all land masses 
correctly, although the shapes are 
slightly distorted. Copies of the booklet 
can be obtained from the Barclay’s 
Group Office, 54 Lombard Street, Lon- 
don, E.C. 3, England. 


e a e 


The Story of Checks 


The Public Information Department 
of the Federal Reserve Bank of New 
York, New York, has just published a 
21-page picture booklet describing the 
past, present and future role of checks 
in the United States. 

The full color booklet diagrams local 
and regional check clearing operations 
and discusses means of meeting the 
problems of a growing volume of 
checks. 

Copies are available upon request to 
the Publications Division, Federal Re- 
serve Bank of New York, Federal 
Reserve P.O. Station, New York 45, 
New York. 
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Bank Honors Women 


The Harris Trust and Savings Bank, 
Chicago, Illinois, recently honored a 
group of 23 women who hold important 
positions in the financial field. The 
women had been featured in a series 
of articles running in the Chicago 
Tribune entitled “Women in Finance.” 
One of the honorees was Miss Doris 
Kempes, who is employed at the Harris 
Trust as Senior Securities Analyst. 

The women were guests at a luncheon 
sponsored by the bank. 


aa ® aa 


Junior Bankers 


The Danville National Bank, Dan- 
ville, Pennsylvania, has inaugurated a 
Junior Banking Department which is 
designed to serve two purposes. First, 
it teaches young school children the 
value of savings and, secondly, it intro- 
duces members of the younger set to 
the intricacies of the banking industry. 

The new department is available for 
use by boys and girls from the age of 
6 and up. It is open every Saturday 
morning from 9 until noon in a special 
section set up in the main banking room. 

An unusual feature of the depart- 





“NEW 
HAS BEEN -ADDED 


DANVILLE NATIONAL / 





A Junior Banking Department 


To Help You Train Your Children 
To Be Thrifty! 


4 An Actual Savings Department for the Small Pry and ALL CHILDREN of Schoo Age. 

te Open Every Saturday Morning From 9 to 12 Noon, Starting This Saturday, September 
6th - In Our Lobby — 

te Each Child Will Be Insned 2 Passbook Under Their Complete Control for Deposits and 
Withdrawals Unless Otherwise Specified By Their Parents. 


% To Open An Account -- Minimam Deposit $1 - No Minimum Thereafter -- Teach Them To 
Save New! 


% Interest Paid on All Accounts at Regular Rates. 





Stimulates early thrift 


ment is that it has its own junior 
cashier and assistant cashier who are 
appointed by the bank’s board of di- 
rectors. 

Any child is eligible to open an ac- 
count with a minimum deposit of $1. 
After the initial deposit, the child can 
deposit any amount from 5 cents on 
up. Each depositor is issued a pass- 
book with his picture attached. The 
child is given complete control of the 
account for deposits and withdrawals 
unless otherwise specified by the par- 
ents. Interest on all accounts is paid at 
regular bank rates. 

W. T. Deeter, bank president, said, 
“We hope the new department at Dan- 
ville National will serve to encourage 
savings among both youngsters and 
parents.” 
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Attractive New Branch 


The newest branch of The Colonial- 
American National Bank of Roanoke, 
Virginia was officially opened to the 
public last month. An open house, with 


In Roanoke, a good example of contemporary bank design 
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IMPORTANT 


in Canada 


Another important element in 
Canada’s economy—and strength— 
is her banking system, whose largest 
member (and fourth largest in North 
America) is The Royal Bank of 
Canada. If you have among your 
clients firms or individuals who wish 
to explore business and financial op- 
portunities in this fast growing coun- 
try, you are invited to call on the 
*Royal’”’ for practical assistance and 
helpful counsel. A widespread net- 
work of “‘on-the-spot” branches, plus 
an alert, well-organized Business De- 
velopment Department, enables us 
to supply up-to-date information on 
specific areas and activities—com- 
plete banking facilities—and many 
specialized services outside the realm 
of routine banking. 


THE ROYAL BANK 
—, OF CANADA 


Head Office: Montreal 


= New York Agency— 
68 William he New York 5, N.Y. 







Over 900 branches in Canada, The West 
== Indies, Central and South A merice. 

Offices in New York, London and Paris, 
Correspondents the world over. 


Total Assets Exceed 3% Billion Dollars 
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Association officers present budget kit to homeowner 


free gifts for those attending, marked 
the event. 

Departing from the conventional rec- 
targle, the building is of square design. 
The exterior is constructed of tan 
Roman brick with a liberal use of glass 
in both the front and rear of the struc- 
ture. 
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Home Manager Kit Given 
to Borrowers 


The Flushing Federal Savings and 
Loan Association, Flushing, New York, 
has devised an unusual good will pro- 
gram for its new mortgage customers. 
Once the final mortgage papers have 


been signed, the association presents 
the borrower with a Home Manager 
financial planning kit. 

The Home Manager is actually an 
expanding file case with room inside 
for such things as check books, stamps, 
unpaid bills, cancelled checks, etc. 

The kit was developed by the Amer- 
ican Recordata Institute, Incorporated, 
New York City. 
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Bankers Preview Latest 
Aluminum Prefab Homes 
A number of bankers throughout the 
country were guests of the National 
Homes Corporation, Lafayette, Indiana, 





The Copease dare: 


COMPARE! 


COPEASE OFFICE COPIERS PRODUCE PERFECT COPIES AT LOWEST COST! 


© 95% OF ALL COPYING IS DONE AT ONE DIAL SETTING! 
e COPEASE COPIES EVERYTHING FROM ANY ORIGINAL! 
e COPEASE MAKES TWO COPIES FROM EACH NEGATIVE! 


ASK US TO PROVE THESE STATEMENTS WITH A FREE DEMONSTRATION. 


COPEASE CORPORATION 425 Park Ave., New York 22, N. Y. 


DISTRIBUTORS IN PRINCIPAL 
CITIES. REGIONAL OFFICES: 


New York, 425 Park Ave. 
PLaza 3-6692 


Chicago, 228 N. LaSalle St. 


STate 2-1383 Name 


BCH-I1 iy 


Gentlemen: | would like to have a 3-day FREE TRIAL of 
Copease in my office—without obligation. 


Please send me a FREE copy of “THE TRUTH ABOUT 
OFFICE COPYING MACHINES” 








Los Angeles, 3671 W. Sixth Address. 





St., DUnkirk 5-2881 











at a recent “Bankers’ Day” preview of 
the company’s new Viking line of pre- 
fabricated homes. The Viking line is 
the first complete line of houses with 
bake-finished, life-time aluminum sid- 
ing and roofing. 

The Viking homes are available in 
all popular home styles including Cape 
Cod. They use about 3,000 pounds of 
aluminum for the average house, and, 
according to National Homes, are com- 
petitive in price with standard wood 
dwellings. The company also states 
that the use of aluminum makes the 
homes practically maintenance free. 
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Bankers Aid Durham’s 
Industrial Promotion 


Two North Carolina bankers have 
had key roles in a program sponsored 
by Durham’s Committee of 100 aimed 
at luring business and industry to 
settle in the Durham area. J. Fleming 
Wily, vice-president of the Durham 
branch of the Wachovia Bank & Trust 
Company, is chairman of the Committee 
of 100, an organization dedicated to 
promoting Durham as an industrial 
site. He appointed Paul Wright, Jr., 
president of the Durham Bank & Trust 
Company, as chairman of arrangements 
for “Durham’s Salute to Industry.” 

In this latest project, top executives 
from many of the country’s leading 
business and industrial firms were in- 
vited to spend a week-end in Durham 
last month to see first hand what the 
area has to offer as an industrial site. 
Durham’s Chamber of Commerce, Duke 
University, and the Durham Merchants 
Association cooperated with the Com- 
mittee of 100 in the program. 

There were no planned tours for the 
executives and they were free to visit 
any local attractions that caught their 
interest. Mr. Wily summed up the pro- 
gram this way: “The Committee of 
100 feels that through such an event 
as this, Durham can serve notice that 
it wants new industry and has many 
advantages to offer its prospects.” 

Pictured below, left to right, listen- 
ing to an explanation of Duke Univer- 


Industrialists view facilities 
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The First National Bank 


of Chicago 


Statement of Condition September 24, 1958 


ASSETS 


Cash and Due from Banks F . i ‘ 
United States Government Obligations . ° 
Other Bonds and Securities . ; ‘ ‘ 


Loans and Discounts 


Real Estate (Bank Buildings and Adjacent Property) 


Federal Reserve Bank Stock 
Customers’ Liability Account of Acceptances 
Interest Earned, not Collected J ° 


Other Assets . ° 


Capital Stock . e 
Surplus. ° 
Undivided Profits 


LIABILITIES 


Discount Collected, but not Earned . ° 
Dividends Declared, but Unpaid . - . 


Reserve for Taxes, etc. ; 

Liability Account of Acceptances . ° ° 
‘ - $ 6655,238,672.37 
. r 1, 759, 274, 089.03 
” ‘ 266,979,575.29  2,581,492,336.69 


Time Deposits . 
Demand Deposits 


Deposits of Public Funds 


$ 602,640, 226.84 
° 755, 859, 280.83 
° 160, 503, 420.61 
-  1,347,269,992.63 





: 1,248, 103.39 
‘ 7,500, 000.00 
; 1, 862,914.74 
: 6,246, 331.81 
; 10,119, 083.65 

$2, 893, 249, 304.50 





« $ 125,000,000.00 
° 125, 000, 000.00 


° 6, 200,614.14 
° 5,640, 201.25 
° 2,500,000.00 
° 34, 822,215.74 

3,584, 064.67 





Liabilities other than those above stated 


9,009, 872.01 
$2, 893, 249, 304.50 








United States Government obligations carried at $310,245,350.00 are pledged to 
secure United States Government and other public deposits, trust 
deposits, and for other purposes as required or permitted by law. 


JoserH L. Block 
President, 
Inland Steel Company 
EpwarpD E. Brown 
Chairman of the Board 


CuHEssER M. CAMPBELL 
President, 

Tribune Company 

J. D. FarrincTron 


Chairman of the Board, 
Chicago, Rock Island and 
Pacific Railroad Company 


MARSHALL FIELD, JR. 
Editor and Publisher, 
Chicago Sun-Times 

James B. ForGAN 
Vice-Chairman of the Board 


Wa .rTer M. HEYMANN 
Executive Vice-President 


RoserT S. INGERSOLL 


President, 
Borg-Warner Corporation 
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Board of Directors 


Henry P. IsHAm 
President, Clearing Industrial 
District, Inc. 

James S. KNOwLSON 


Chairman of the Board, 
Stewart-Warner Corp. 


Homer J. LivincsTon 
President 


Hucuston M. McBain 
Director, 

Marshall Field & Company 
Brooks McCormick 
Executive Vice-President, 
International Harvester Co. 
Harry C. Murpuy 
President, Chicago, Burlington 
& Quincy Railroad Company 
Louis B. NEUMILLER 
Chairman of the Board, 
Caterpillar Tractor Co. 
James F. Oares, Jr. 


Chairman of the Board and 
President, The Equitable 
Life Assurance Society 

of the United States 


WILLIAM Woop PRrINcE 


President, 
Armour &4 Company 


Frank O. Prior 


Chairman of the Board, 
Standard Oil Company (Indiana) 


GiLBerT H. SCRIBNER 
Winston 4 Company 

R. Douctas STUART 
Chairman of the Board, 
Quaker Oats Company 
Louis WarRE 


Chairman of the Board, 
International Minerals & 
Chemical Corp. 


C. J. WHIPPLE 
Chairman of the Board, 
Hibbard, Spencer, Bartlett & Co, 


Joun P. WiLson 

Wilson & Mclivaine 

Dr. Rosert E. WILson 
Chicago, Illinois 


Rosert E. Woop 


Director, 
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Building with Chicago since 1863 
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For transit service 


For credit checking 


Annual bank conferences 


For bond trading 
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with 
investment 
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Life Insurance 
Loans are... 


© PROFITABLE 


These loans are SECURED 
by cash values of life insur- 
ance policies .. . PROFITA- 
BLE because the collateral 
constantly increases in value 

. . LIQUID because your 
money is readily available— 
loans are callable at any time 
with 150 days or less. 


More than $165,000,000.00 of 
these loans have been placed 
with banks throughout the 
country ... There is an un- 
limited volume of these loans 
immediately .available. 


Bank references .., (banks 
known to you) and full de- 
tails on our two convenient 
plans for handling these 
loans will be sent you with- 
out obligation. 


Arthur 1, Boreman & Sons 


1912 Grand Avenue 
Des Moines 5, lowo 
« Los Angeles 





Customers learn how automatic check handling works 


sity’s high voltage surge generator by 
Engineering Dean Walter J. Seeley 
are: Ray Herzog, general manager of 
the Duplicating Products Division of 
the Minnesota Mining and Manufactur- 
ing Company, St. Paul, Minnesota; 
Maurice Goodman, president of BSF 
Corporation, New York City; Ray R. 
Eppert, president of Burroughs Cor- 
poration, Detroit, Michigan; and Lloyd 
U. Noland, Jr., president of the Noland 
Company, Incorporated, Newport News, 
Virginia. 


° a ° 


Cement, Anyone? 


The First National Bank of Minne- 
apolis, Minnesota, conducted an unusual 
promotion in connection with the con- 
struction of its new 28-story office build- 
ing in downtown Minneapolis. To stim- 
ulate interest in the construction, the 
bank issued “skyscraper tactician” 
membership cards to the public in 
place of the usual sidewalk super- 
intendent memberships. 

In addition, the bank ran separate 
contests for the public and its corre- 
spondents. In place of the usual type 
of cash or merchandise prizes, First 
National’s prizes were most unusual. 
First prize was 20 tons of cement. 

Second prize was an 18-foot steel 
girder and third prize was a 100 pound 
keg of nuts and bolts. In addition the 
bank gave away a telescope and several 
steel workers’ helmets. 

First prize winner among the corre- 
spondent banks was D. D. Behl, cashier, 
Farmers & Merchants State Bank, 
Scotland, South Dakota. 


* e e 


Electronic Check Handling 
Displayed in Exhibit 


A mobile exhibit depicting the role 
of electronic checking account numbers 


is currently being displayed in the 
offices of The First Pennsylvania Bank- 
ing and Trust Company, Philadelphia. 
The exhibit coincides with completion 
of the assignment of electronic checking 
account numbers to all the bank’s 
checking account customers. 

Entitled “Your Magic Electronic 
Account Number,” the exhibit is a 
follow-up to an earlier exhibit built by 
the bank entitled “Check of Tomorrow.” 
The latter exhibit was used to announce 
plans for adapting electronic equipment 
for check handling. 

Visitors at the new display will be 
able to follow the automatic processing 
of a check from the time it enters the 
bank until it is recorded on a statement. 
The operation is set in motion on the 
display by simply pushing a single 
button. The account number and the 
amount of the check light up on the 
display as the check progresses through 
the model electronic system. 


4 ° a 


New Products 


A new manual precision paper cut- 
ter, designed especially for the office 
and duplicating departments, has been 


ana. 


Precision paper cutter 


introduced by Michael Lith Sales Cor- 
poration, New York City. Known as 
the Triumph model, the cutter features 
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SECURITY-FIRST NATIONAL BANK 


LOS ANGELES, CALIFORNIA 


STATEMENT OF CONDITION 


SEPTEMBER 30, 1958 


Cash and Due from Banks 

U.S. Government Securities. . 
State and Municipal Securities . 
Other Bonds and Securities . . 


Loans (less reserves) . . . . 
Earned Interest Receivable . . 
Customers’ Liability under 
Acceptances and L/C . .. 
Bank Premises and Equipment . 
CORE I a in 3) 02 Seid as 


RESOURCES 


. . $1,313,688,069.54 


. $ 503,856,803.11 





ie 152,183,418.29 

i 14,732,151.45 1,480,603,639.28 
oe eee ° 1,169,149,090.02 
a ee” it ee ee ala ° 13,102,745.34 
. . + o > . + . 8,810,072.77 
aT dy 3 ee a ° 24,173,985.41 
at ini te a e 1,455,450.86 


BOemS 6. 6) oy ela © <2 





« $3,201,151,786.79 








~ LIABILITIES 
a. Copied sw te ew we we te se | Ree 
n Te es eg a at ae a 73,500,000.00 
2 Underate Pee 6 7. 32e ry 72,452,290.58 $ 219,452,290.58 
sg Reserves for Interest, Taxes, etc.. . . . : ‘ 36,093,645.15 
Interest Collectted—Unearned . . . .« 2 «© «© « p 12,004,058.95 
™ Acceptances and Letters of 
Cones sen as es ik Se ae ee ° 8,810,072.77 
” eS EA ee ae er ae ae 1,654,258.97 
ry Deposis—Time .... . . $1,159,824,804.85 
° —Demand .... * 1,763,312,655.52 2,923,137,460.37 
+ TOTAL . > | calle ae a . $3,201,151,786.79 
at Securities carried at $452,315,484.69 are pledged to secure trust funds and U.S. Government, 
State and other Public Moneys, and for other purposes as required or permitted by law. 
ye 
ig 
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Talk about Dis tributing Stock — 


about distributing large blocks of stock—and you may hear the name 


Merrill Lynch. 
Why? 
Because this firm has an international network of 125 offices 
linked by more than 100,000 miles of private wire... 


Because we've staffed those offices with 1600 account execu- 
tives... 


Because these account executives are just a phone call away from 
hundreds of thousands of prospective buyers . . . 


Because a steadily growing number of companies are coming to 
us for effective distribution of sizable blocks of securities. 


Here, for example, are some representative distributions in which we 
participated during the first half of this year, together with the number of 
shares sold wholly through our own organization. 


Number of 
Number States in 
of Shares Number which We 


NAME OF COMMON STOCKS We Sold of Buyers Sold Issue 


ACF-Wrictey Stores, Inc. 10,000 65 
Arr Repuction Co., Inc. 7.000 179 
ALUMINIUM LIMITED 60.398 476 
AMERICAN CAN COMPANY 33.000 793 
*AMERICAN Evectronics, Inc. 60.205 384 
AmerIcaAN Heritace Lire Insurance Co. 170.999 1,141 
AMERICAN NATIONAL INsuRANCE Co. (Galveston) 71.294 613 
* ARCHER-DANIELS-MIDLAND Co. 30,700 319 
Benpix AVIATION CORPORATION 9.910 127 
Borc- WARNER CORPORATION 5.790 44 
*Burroucns CorRPORATION 25.548 281 
Dovuctas Aircrart Co., Inc. 8.001 97 
FepeRATED DEPARTMENT Stores, Inc, 4,000 48 
Foop Fatr Stores, Inc. 15,000 229 
GenerRAL Morors Corporation 50.000 577 
GENERAL TELEPHONE CORPORATION 17.688 690 
Gutr O1 Corporation 10,131 185 
Gutr States Urtiuities Co. 88.254 1,079 
Ittinots CentRAL R.R. Co. 12,022 116 
IncERSOLL-RaNnp COMPANY 21,546 286 
Jouns-MANVILLE CORPORATION 10.100 101 
Lyxes Bros. STEAMSHIP Co. 25,020 296 
Merck & Co., Inc. 13,734 190 
NortHern INDIANA Pustic Service Co. 22,246 341 
*OKLAHOMA Natura Gas Co. 25.286 277 
*OL1n MATHIESON CHEMICAL Corp. 40,167 479 
Pepsi-CoLta GENERAL Bort ters, INc. 45,000 243 
Prizer (Chas.) & Co., INc. 12.559 123 
*PuHiILuips PerroLeumM ComMPANY 40,000 482 
PortLaNp GENERAL Etectric Co. 15,000 125 
*Procter & GAMBLE COMPANY 10.428 74 
Searte (G. D.) & Co. 15,599 317 
Stanparp Or Co. or New Jersey 10.000 109 
TENNESSEE GAs TRANSMISSION Co. 65.231 792 
Texas COMPANY 13.000 185 
Texas EAsterN TRANSMISSION CorpP. 30.051 282 
Texas Gas TRANSMISSION CorpP. 14.606 142 
Texas Gas TRANSMISSION CorP. 8.679 101 
Texas Utttities Company 7.870 150 
TRANSAMERICA CORPORATION 8.500 84 
Unirep Gas Corporation 50.000 571 
U. S. Gypsum Company 5,505 58 
*West Vircinta Purp & Paper Co. 6.000 54 
*Exchange distributions handled wholly within our own organization at spreads 
you might think were surprisingly low. 








If you have a block of securities that you would like to sell, may we in- 
vite your inquiry? For a confidential discussion of the problem, just phone 
or write WiLtiAM H. CuLBertson, Partner in charge of the Sales Division. 


Merrill Lynch, Pierce, Fenner & Smith 


Underwriters and Distributors of Investment Securities 
Brokers in Securities and Commodities 


70 Pine Street, New York 5, N. Y. + Offices in 112 Cities 














simple operation and precision accu- 
racy down to cuts as small as % inch. 
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Minnesota Mining and Manufactur- 
ing Company announces the introduc- 
tion of Thermo-Fax copy paper in five 
new colors which match the colors used 
on U.S. Internal Revenue Service in- 
come tax forms. The color-matched 
paper makes it possible to copy any 
tax form issued by the government. 


° 


New models of a Tape Punch Unit 
and a Tape Reader Unit have been in- 
troduced by the Teletype Corporation, 
Chicago, Illinois, The new models are 
designed for fast, accurate, and de-: 
pendable transmission of important 
data and messages. 


5 


Seven new features and imovrove- 
ments are included in the new Model 7 
coin counting and packaging machine 
being produced by the Abbott Coin 
Counter Company, Incorporated, New 
York City. The machine is designed to 
eliminate overloading and also fea- 
tures a pushbutton electronic release 
in place of the old hand release. 


A Lendix Escrow Analyzer has been 
introduced by York Affiliates, Incor- 
porated, York, Pennsylvania. The Len- 
dix is designed to solve two mortgage 
problems. First, it determines quickly 
whether there is enough money in the 
fund and secondly, if enough is being 
collected to meet disbursements when 
they are due. 


5 


Labelon Tape Company, Rochester, 
New York, producers of Graph-A-Plan 
tapes, has introduced three new Graph- 
A-Plan kits which contain necessary 
supplies for charting in various fields. 
Now available are an Office Layout 
kit; a Statistical Kit; and an Organi- 
zation & Flow Chart kit. 


° 


Two new card record desks have 
been introduced by Yawman and Erbe 
Manufacturing Company,  Incorpo- 
rated, Rochester, New York. The new 
desks feature lower height and greater 
width and depth; drawers are equipped 
with ball-bearing roller suspension. 


Combination desk, file 
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HANOVER’S 


NEW Snap-Out CARBON CHECKS 


This new service for Hanover correspondents offers you the modern way to 





draw and prepare official checks against your account with us—and at the 
same time maintain an accurate record. 


One operation and you have made out the check... plus the register 
copy. There are no stubs to fill in...just snap out the carbons with one 
quick flick of the fingers. 


You are invited to send for your sample today. Write our Bank Relations 
Department, 70 Broadway, New York 15. 





Member Federal Deposit Insurance Corporation 
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Customer Convenience is the Theme of New Bank Quarters 


Paneled walls, drop ceilings, madern fixtures highlight new and remodeled lobbies 














Me a s. 


Salt Lake City, Utah. A circular motif was decided upon in 
the complete remodeling of the Walker Bank & Trust Com- 
pany. Lobby features include a luminous ceiling, teakwood 
paneling and white and green marble. Check desks have 
built-in adding machines for customer use 


i Bank Building Corporation of America 
Washington, D.C. An unusual use of a saw-tooth teller 


counter is a design feature of the remodeled Liberty 
branch of the National Bank of Washington. Walnut 
paneling and full carpeting add warmth to lobby 


Yuma, Ariz. This new office of the Valley National Bank, 
Phoenix, provides a drop ceiling over tellers’ area, indirect 
lighting, terrazzo floor, and walnut-formica cabinets 


RES = 
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Malone, N.Y. Extensive remodeling literally changed 

the interior face of The Northern New York Trust 

Company’s Peoples office. Massive tellers’ counters 
were replaced with low, convenient stations 
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Bank Building Corporation of America 


Walden, N.Y. The remodeled lobby at the Valley Na- 
tional Bank opened the entire area and features perim- 
eter teller stations in formica and walnut paneling. 
The modern furnishings include the combination sit- 
down, stand-up check desk, low counters 


Rome, Ga. Light and spacious is the lobby of the new home 

of the Rome Bank and Trust Company. Low modern tellers’ 

counters add balance to the simplicity of the room’s design. 
the two-story building also offers drive-in facilities 


wes Bank Building Corporation of America 
Batesville, Ark. Staggered tellers’ counter provides 
more lobby area for customers at the First National 
Bank. Dark woods contrast with lightly colored walls 


' 
' Wren ay 
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Tupelo, Miss. Walnut fixtures and walnut paneled walls con- 
trast effectively with lighter interior colors in this new build- 
ing of the Citizens State Bank. Marble terrazzo floors and 


a drop ceiling over the tellers’ area complete this lobby 


Burroughs Clearing House 








Bank Building Corporation of America 


Bridgeport, Conn. Contrasting colors highlight the 
interior of the new Park & North Avenue branch of the 
Peoples Savings Bank. Contemporary design leaves 
the office uncluttered for customer convenience. 


Concealed lighting is latest in bank design 


Martinsville, Va. Striking in its contemporary furnishings 

is this new lobby of the Piedmont Trust Bank. Customer 

convenience is stressed in the spacious lobby even to the 

unique check writing desks shown at left. Tellers’ counters 
are arranged for easy access. Note draped rear wall 


White Center, Wash. This effective night-time photo 
of the new Guaranty National Bank emphasizes the 
modern design of the lobby. Interior plantings add 
beauty to the room that features an exposed beam 
ceiling. Lobby plantings add informal, attractive 
atmosphere to light, spacious building 


& 


Newark, Ohio. Colorful draperies 

and contrasting interior colors fea- 

ture recent remodeling at the New- 

ark Trust Company. Other con- 

struction at the bank included a 

walk-up window and two drive-in 
teller installations 


Milwaukee, Wis. 


mirror on the rear 
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Court office of the First Wisconsin 
National Bank features a huge antique 


lobby. Attractive lighting and carpet- 
ing add to the beauty of the office’s 
dramatic new interior 


Tampa, Fla. New, low tellers’ counters have been added in 
the remodeled office of The First National Bank. Black Ren- 
frew marble has been chosen to contrast with lighter shades 
in floor covering, drapes and ceiling. Large, open area 
reduces customer congestion in this revamped lobby 


Champaign, Ill. Beige brick and turquoise trim high- 
light the new lobby of the Champaign National Bank. 
Maximum working light is provided by the overall 
illuminated ceiling over the tellers’ counter. Modern, 
checkwriting desks are lobby feature 


The Cunneen Company 


Pottstown, Pa. A second story was added to the recon- 
structed lobby of The National Bank of Pottstown when the 
ceiling was lowered. Tellers’ counter is of white formica and 
natural wood. Note luminated ceiling and the informal 
arrangement of officers’ area at far right 


al ae 
Monroe, La. A luminous plastic 
ceiling, modern tellers’ counter and 
a gold anodized grill on the rear 
wall are highlights of the remod- 
eled main office of the Ouachita Na- 
tional Bank. The ceiling was also 

lowered to save space 


The new Capitol 


wall of the modern 


31 





® Industrial Finance 
@ Experience in Induction 
of Foreign Capital 


* Iron & Steel 54,1 ~~ 
* Chemical Products 
37.8 If 


* Electricity 
33.3 
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* Machinery, Ships and 
Transportation Equipment 


46.2° oo” 


* Mining 


IBJ‘s share in Equipment Finance 
by industries in Japan (Mar. 1958) 


Established in 1902 


THE 
INDUSTRIAL BANK 
OF JAPAN LTD. 


New York Office: 

30, Broad Street, 
New York 4, N.Y. 
Head Office: 
Marunouchi, Tokyo, Japan 











New Floor Provides Space for Directors 
By Charles W. Pine 


Publicity Director, Valley National Bank, Phoenix, Arizona 








A shortage of space, combined with 
the need for a permanent board of 
directors meeting room, led the Valley 
National Bank, Phoenix, Arizona to 
put an additional floor on top of its 
1l-story main office building. Until 
the new floor was built, Valley Bank 
directors found it necessary for many 
years to rent nearby hotel rooms for 
their meetings. 

The recently completed floor is di- 
vided into five rooms plus a spacious 
kitchen area. The rooms blend func- 
tionalism with French Empire period 
decor. 

The main board room is a combina- 
tion dining and meeting room. The 
room contains six tables which can ac- 
commodate up to 36 diners. After 
lunch, when the directors settle down 
to a meeting the tables are bolted to- 
gether to form one long conference 
table which can seat 26 persons. 

Concealed facilities. Among other un- 
usual features of the board room are 
a concealed motion picture screen and 
a cork board for posting business 
charts. Both of these items are elec- 
trically controlled and can be made to 
appear and disappear by pushing a 
button. 

Four coved corners in the room are 
used to store such items as a movie 
projector, television and hi-fi sets, a 
telephone booth and storage space for 
linen and silver. 

Anthony Longinotti, the interior 
decorator, toured Europe in order to 


Board facilities are added 


find the right furnishings for the di- 
rector’s floor. An ornamental firerlace 
was found in Milan, Italy, dismantled 
and shipped to the bank along with 
the original screen and andirons. Other 
period pieces include a Napoleonic clock 
and mantlepiece vases. 

The carpet for the main board room 
was woven in Puerto Rico because it 
is so large that no U.S. mill had facili- 
ties to make the rug in one complete 
seamless piece. 


For directors, this six-section table serves a dual function 
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NEW SANDWICH TAPES! 











i- “ScoTcH BRAND Sandwich Instrumentation Tapes eliminate 
ruboff and head buildup—reduce head wear—last longer 


Here’s the solution to the problem of excessive wear and ruboff Plastic Protective Layer 


—"'SCOTCH"” BRAND Sandwich Instrumentation Tapes. These tapes 
have a thin layer of plastic over the magnetic coating. This layer protects 
the iron oxide to produce a smooth, low-frictional head-to-tape operation 
that eliminates ruboff, head buildup and connected problems. 

The addition of this protective layer (50 micro-inch thickness) 
naturally modifies the magnetic properties of the tapes somewhat. This 
amounts to a slight (but not critical) reduction in the high frequency or Polyester Backing 
short wave length response. The medium and long wave length responses 
are completely unaffected. In all applications where extremely high 
frequency response is not required, “SCOTCH” BRAND Sandwich Tapes 
offer the ultimate in performance, combined with new freedom from 
maintenance problems. 


Magnetic Oxide 





REG. U.S. PAT. OFF. 





Three Sandwich Tapes are now available: 3 
#188—For applications requiring standard output level. 1.5 mil polyester base, 0.35 mil 

magnetic coating, 50 micro-inch protective layer. 
#186—For instrumentation and computer applications higher than standard output. 

1.5 mil polyester base, 0.50 mil magnetic coating, 50 micro-inch protective layer. BRAND 





#189—Standard output level with 50% more recording time. 1.0 mil polyester base, 


0.35 mil magnetic coating, 50 micro-inch protective layer. M ag netic 1 apes 
WRITE TODAY for illustrated brochure on Sandwich Tapes. Special reels, end-of-reel 
sensing items and other accessories required for digital computer operations are also avail- 


able. Address: Instrumentation Tape Division, 900 Bush Avenue, St. Paul 6, Minn. 
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e+ WHERE RESEARCH IS THE KEY TO TOMORROW 





“SCOTCH” and the plaid design are registered trademarks of 3M Co., St. Paul 6, Minn. Export: 99 Park Ave., New York 16. Canada: London, Ontario. 
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Every 2 minutes... 











-..a seller makes a sale, a buyer makes a buy in the big high-speed 
government bond market at the Continental Illinois Bank 


Tomorrow morning, when the toast pops up from your toaster, you might 
remember this one point: 

That’s how fast government bonds move at the Continental! 

For instance, phone us to sell or to buy—and, the chances are, the transaction 
will be completed before you hang up. 

We’re one of the largest primary markets for U. S. Governments in the world. 
Our speedy service is used freely by our customers. Why don’t you use it, too? 

Phone STate 2-9000, Chicago. 


CONTINENTAL ILLINOIS NATIONAL BANK 


Member Federal Deposit insurance Corporation and Trust Company of Chicago 
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In discussion session a supervisor asks question of group leader, Cashier H. Michaely 


A GROUP APPROACH 





IMPROVING. STAFF SUPERVISION 


Free exchange of ideas and information among supervisors 
has enhanced their skills in directing the work of others 


EMOCRACY is the keynote of 
a supervisory training pro- 
gram inaugurated this year by 

First National Bank in St. Louis. 

First National’s management had 
long sought some practical way to 
keep its 125 supervisors fully in- 
formed about new techniques and 
developments in the handling and 
direction of bank personnel. 

The bank subscribed to a number 
of syndicated bulletins, held meetings 
at which supervisory techniques were 
outlined, and released numerous 
memorandums on subjects of interest 
to supervisors. 

But, as Ray J. Miller, vice- 
president and personnel director, put 
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By 
Cc. ARTHUR HEMMINGER 


Vice-President and Public Relations 
Director, 
First National Bank in St. Louis, 
St. Louis 1, Missouri 


it: “We finally, and reluctantly, con- 
cluded that we simply were not get- 
ting the story across—that we some- 
how had failed to establish the kind 
of two-way communication required 
to nurture the skills involved in suc- 
cessfully managing people at all 
levels, from the novice proof clerk to 
the senior teller. 

“Many of our supervisors also felt 
that something was missing. They 


wanted opportunities to express their 
views; to talk about their headaches 
and triumphs, and to exchange in- 
formation with others in similar 
jobs.” 

In an effort to create a program 
that would fill these needs, Mr. Miller, 
with the assistance of Milton T. 
Bueltermann and Roman C. Beuc, 
assistant vice-presidents, compiled an 
outline emphasizing twelve essential 
facets of supervision. 

Main topics covered were: what 
employees expect from management, 
what employees expect from super- 
visors, communications, job evalua- 
tion and merit rating, job standards, 
types of workers, disciplinary poli- 
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Supervisors’ meetings usually started with showing of film 


cies, job training, turnover, fringe 
benefits, housekeeping, and a review 
of First National’s personnel rules 
and policies. 

Each subject was developed in the 
light of the fact that the common 
denominator of supervision is the 
direction of human beings and that 
the successful supervisor must, above 
all else, be able to get others to carry 
out their work with the feeling that 
their basic needs are being satisfied. 

Barred from discussion were such 
side issues as the flow of work be- 
tween departments, time-worn com- 
plaints about the inefficiency and low 
mental caliber of the younger genera- 
tion, and the discussion of specific 
operating problems. 


N January, 1958, Mr. Miller called 

a meeting of department heads 
and senior supervisors to talk over 
the best ways to establish two-way 
communication and to _ stimulate 
creative thinking on the part of 
supervisory personnel -at all levels. 

Mr. Miller pointed out that it was 
the responsibility of the senior group 
to devise a plan for presenting super- 
visory problems in a challenging 
manner to the entire management 
team, to determine what type of ma- 
terial would be most useful, and 
to evolve an appealing, interesting 
method of presentation. 

“Supervision,” said Mr. Miller, “‘is 
not an exact science. It never will 
be. Supervisors must learn to see 
each situation in the proper perspec- 
tive, relate facts and conditions, exer- 
cise independent judgment and arrive 
at sound decisions, bearing in mind 
always that they are dealing with 
human beings and that the rules 
cannot be applied by rote. 

“If we can accomplish these ob- 
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jectives,” he declared, “Employee 
morale will be greatly improved, 
turnover will be reduced, production 
will be increased, and your lot as a 
supervisor will be a much easier 
one.” 

The senior supervisory group, com- 
prising both officers and non-titled 
personnel, discussed the proposed 
program and finally arrived at the 
conclusion that hour-long discussion 
sessions should be held every Wednes- 
day afternoon for groups of approxi- 
mately 35 supervisors. 

It was further decided that three 
senior supervisors should act as dis- 
cussion leaders at each meeting and 
that each leader should participate 
in two meetings before becoming 
chairman—after which he would re- 
tire from the panel to make room for 
the next man in rotation. 

To keep the meetings productive, 
all participants were to receive copies 
of the outline of each meeting a 
week in advance. Furthermore, they 
were to be asked to come prepared 
to discuss all topic headings as they 
might apply in their own depart- 
ments. 

By agreement, “top brass” was 
not invited to participate in the 
meetings beyond looking in for a few 
minutes and paying their respects. 
This was felt to be necessary if 
supervisors were to air their prob- 
lems without inhibition or pulling 
their punches out of deference to 
management. 

As an example of what transpires 
at a typical discussion session, the 
following is a brief rundown on what 
took place at the first meeting on 
“What Workers Expect from Man- 
agement.” 

At the outset, the supervisors con- 
cluded that salary is not the number 





one consideration with most workers. 
They reasoned that the bank should 
pay salaries that compare favorably 
with those paid by other white col- 
lar employers in the area, but that 
job satisfaction rates ahead of money 
in creating a favorable climate of 
human relations. 

“Recognition” came first in the 
supervisors’ list of things workers 
expect from management. 


S one supervisor put it: “Every- 
one in my department wants to 
be looked upon as an individual—not 
as a serial number on the payroll. I 
believe that it is important for me to 
know all of my employees pretty in- 
timately, to become acquainted with 
their likes and dislikes, their strong 
points and weaknesses, and their 
home situations. 

“An employee’s home problems 
may seriously affect his productivity 
on the job. The supervisor who 
learns to recognize the symptoms of 
trouble at home and can guide the 
employee in the solution of such 
problems has gone a long way to- 
wards getting the employee back on 
the beam as a productive worker.” 

“Fair and courteous treatment” 
rated number two on the supervisors’ 
list and it was the consensus that 
granting special favors or giving 
preferential treatment to one or sev- 
eral employees is a dangerous prac- 
tice which almost inevitably leads 
to internal dissension and strife. 

“Job security,” the supervisors 
concluded, is third on the list of 
employee requirements. Some of the 
comments under this heading were: 

“T think it’s important to make the 
employee feel that he is needed.” 

“I make it a practice always to 
praise members of my department 
for jobs well done. It’s easy to be 


Developed conference program 


From left: M. Bueltermann and R. Beuc, 
and Ray Miller, 
and personnel 


asst. vice-presidents, 


vice-president director 
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Topics covered in a series of 
hour-long discussion sessions 


critical but it takes a little time and 
thought to pass out compliments 
when they are due and to make them 
sound sincere.” 

“One of the best ways to make em- 
ployees feel secure is to take careful 
note of any changes in their job 
performance or duties and to in- 
clude these in your merit rating re- 
ports. The staff member who has 
learned that good work leads to ad- 
vancement gains confidence and is 
willing to accept responsibilities.” 

It was decided that the fourth fac- 
tor in the employee requirement list 
was “suitable working conditions and 
a reasonable work schedule.” 

Overloading employees, the super- 
visors felt, leads to friction and fre- 
quently produces costly errors. 

Therefore, a good supervisor 
should be able to estimate the time 
required to perform a given task 
with reasonable accuracy and should 
ask for additional help in cases 
where rush jobs seem likely to cre- 
ate overloads. 

Under the heading of “working 
conditions,” incidentally, the super- 
visors concluded that the coffee break 
is here to stay. Most of them seemed 
to feel that employees doing repeti- 
tive work come back from their cof- 
fee break refreshed and that ‘ten 
minutes spent in the bank cafeteria 
tends to increase rather than to de- 
crease the volume of items handled. 


N discussing topic number two, 
“What Employees Expect of a 

Supervisor,” the group concluded 
that a good manager’s attributes 
should include a thorough under- 
standing of the jobs under his juris- 
diction, plus the ability to plan and 
schedule work in such a way to 
eliminate peaks and valleys. They 
also agreed that the day of the “mule 
driver” has passed, and that leader- 
ship is far more productive than 
whip-cracking. 

Above all else, they declared, a 
good supervisor must have the ability 
to delegate responsibility. His job is 
to direct others—not to do the work 
himself. 

At this meeting the supervisors 
viewed and discussed “The Man in 
Management,” a sound slide-film pro- 
duced by the Continental Illinois Na- 
tional Bank and Trust Company of 
Chicago. 

Topic number three, “Communica- 
tions,” brought out the fact that the 
supervisor who depends on the grape- 
vine to insure employee understand- 
ing of bank policies is almost certain 
to end up behind the eight-ball. Em- 

See STAFF SUPERVISION—Page 96 
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The transition to fewer, larger farms 
brings new responsibilities to... 


THE COUNTRY BANKER in a 





ECHANIZATION and diversi- 
fication in today’s agricultural 
revolution have focused atten- 

tion upon, and placed unprecendented 
responsibility with, the thousands of 
small country bankers. The hoped- 
for progress in farming techniques 
to re-establish a sound farming 
economy in this country is being 
realized, and with it comes the real- 
ization of serious population moves 
and small business failures. Probably 
no one man in a rural community is 
better suited to cope with the prob- 
lem of community growth than the 
banker. Today his reputation as a 
community leader is meeting the 
greatest challenge. His resourceful- 
ness is being tried. 


The plight of the country’s small 
farming communities is a dreary 
one. As farm operators continue to 
merge small farms into large efficient 
operations, our farm population, in 
turn, continues to dwindle at an 
alarming rate. Throughout the na- 
tion, the small farmer is selling off 
his land and moving his family to 
urban areas where he can gain em- 
ployment. While the economics of 
this transition is sound for the agri- 
cultural development of our country, 
the current trend has two serious 
disadvantages. First, it moves the 
farmer away from his first love, the 
soil. Secondly, it saps the life of any 
traditionally rural community and 
closes the doors of countless small 
businesses. 


For the country banker, the prob- 
lem is particularly disturbing. Bank 
profits are tied to the development of 
the country bank’s local area. Any 
loss of population in that area is a 
loss in depositors. This same loss in 
population is a loss of customers to 
the local merchants, who, in turn, 
may be forced to join the exodus 
from the farming community. And 
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By 
CHARLES “LES” HARPER 


President, Sturgeon State Bank, 
Sturgeon, Missouri 


so it goes with the obvious result 
that states throughout our union 
may soon find near-ghost towns dot- 
ting much of their territory. 

To the country banker, the prob- 
lem is two-fold. He must broaden 
the scope of his lending services to 
meet the increased needs of the farm- 
er who is buying up land and pur- 
chasing highly-expensive farm ma- 
chinery to run efficiently a large op- 
eration. But he also must find sup- 
plementary employment for the small 
farmer to prevent his moving to an 
urban area. To provide larger loans 
many banks will be forced to increase 
their capital and be more bold in 





(hanging Farm Economy 


their lending policies. To find addi- 
tional income for the small farmer, 
the banker must take the lead in com- 
munity efforts to attract industry. 

And for the country banker, the 
work does not stop here. He must be 
more than the man who holds the 
purse strings of the community. He 
must turn his attentions to the area’s 
youth in an effort to keep them down 
on the farm. I personally believe 
that the country banker must take 
the lead in civic activities as well as 
sharing in the spiritual growth of 
his town. Of increasing importance 
is his knowledge of farming and his 
participation in local and state farm 
groups. 

Sturgeon, I believe, is typical of 
small, purely farm communities that 
cover the United States. I hope the 
Sturgeon State Bank is meeting the 
responsibilities I have already out- 


Bolder lending policies are seen as one requisite 


Mr. Harper, right, inspects soybean crop with Roy Powell, area farmer 
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Sturgeon State Bank, far right, serves town’s 600 people in financial matters, civic undertakings 


Farm population decline presents problems for small rural communities and their banks 


lined. The population of our town is 
600 and we are located in the only 
county in Missouri north of the Mis- 
souri River that had a gain in popu- 
lation last year. This gain, though, 
was due to the growth of the City of 
Columbia, the home of our state uni- 
versity. The bank has some 1,200 
depositors in a three-county area. 
Our farms that averaged from 80 to 
100 acres at one time now average 
between 275-300 acres. Small farms 


are still in evidence but these still 
exist only because the head of the 
family or his wife have been suc- 
cessful in finding employment in 
town or in nearby industries. 
While we are a small bank, our 
liberal loaning practices and the in- 
creased flow of money in our econ- 
omy have helped us to show a 50 per 
cent gain in five years. The bank’s 
assets now stand at $114 million. 
For.a town of 600, we have an 


Liberal loans have entailed increase in capital stock 


Cashier J. P. Moynihan and President Harper serve in many capacities 
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unusually active Chamber of Com- 
merce with 35 members who never 
miss a meeting, and never forget 
that our most important job is to 
produce and market the products 
of our number one industry, agri- 
culture. In light of recent changes 
in farming, our operators have di- 
versified their production, and today 
much of the emphasis is being placed 
on livestock, feed crops, and our 
largest cash crop, soybeans. 

For a bank the size of ours, the 
president is most usually the chief 
(and only) lending officer, a dealer 
in real estate, an investment coun- 
selor, the farm representative, and 
the confidant of most of the bank’s 
depositors in matters within and 
without the realm of banking. This, 
of course, is good. How better could 
one man keep in touch with the 
sensitive economy of his trading 
area? 

We have tried to anticipate the 
needs of our depositors and provide 
for them various programs to aid 
them in building their businesses, 
whether farming or commerce. And 
we like to believe that we have 
paid special attention to youth. For 
several years now our bank has par- 
ticipated in what started as a novel 
experiment. After observing the 
completed projects of 4-H club 
chapters a number of years ago, we 
decided to offer small loans to “small” 
members of the community. Young- 

See CHANGING FARM ECONOMY—Page 102 
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Some practical bank merchandising suggestions 
eorralled at this year’s Financial Public 
Relations Association convention 


A Round-tp 0 
SIVESS BUILDING IDEAS 


BANKING editor recently re- 
marked that if it were possible 
to cover all the ideas that come 

out of a Financial Public Relations 
Association convention there would 
be enough material to fill every is- 
sue of his publication for an entire 
year. 

After “sitting in” on only a por- 
tion of the doings at this year’s an- 
nual gathering of the F.P.R.A. last 
month in Philadelphia, it was easy 
to agree that the foregoing comment 
was not merely an example of edi- 
torial hyperbole. 

As usual, formal speeches were at 
a minimum and most of the time the 
1,200 delegates were active partici- 
pants in small give-and-take depart- 
mental or clinic sessions, covering a 
myriad of highly practical topics. 
Every year the F.P.R.A. convention 
represents a gold mine of ideas that 
have met the test of actual bank 
experience. 

This convention format, along 
with the many other services pro- 
vided to F.P.R.A. members through- 
out the year, apparently makes up 
an extremely saleable package—for 
in the past 10 years the association 
membership has grown from 1,320 to 
2,189. 

Further progress in the year 
ahead appears assured under the 
following capable group of new of- 





COVER PICTURE 


Typical informal session, on commer- 
cial development. Speakers, from left: 
M. G. Irwin, first vice-president, First 
National Bank, St. Petersburg, Florida; 
H. P. Sommer, Jr., vice-president, Mer- 
rill Anderson Company, New York; 
Harold Sichter, cashier, Third National 
Bank & Trust Company, Dayton, Ohio; 
Thomas O. Cooper, executive vice-presi- 
dent, Jefferson (Iowa) State Bank. 
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By 
THE EDITORS 


ficers: President, E. T. Hetzler, 
vice-president, Bankers Trust Com- 
pany, New York City; first vice- 
president, Reed Sass, vice-president, 
Fort Worth National Bank, Fort 
Worth, Texas; second vice-president, 
Jordan J. Crouch, vice-president, 
First National Bank of Nevada, 
Reno; third vice-president, John P. 
Anderson, vice-president, First Na- 


tional Bank & Trust Company, 
Paterson, New Jersey. Re-elected 
treasurer was John L. Chapman, 





vice-president, City National Bank 
& Trust Company, Chicago. 

Six new directors are: F. J. Blake, 
vice - president, Central National 
Bank, Cleveland, Ohio; Joe H. Davis, 
vice-president, First National Bank, 
Memphis, Tennessee; C. J. Frandell, 
vice-president, Security-First Na- 
tional Bank, San Diego, California; 
Harold W. Lewis, vice-president, 
First National Bank of Chicago; 
Frank R. Swan, vice-president, City 
National Bank & Trust Company, 
Oklahoma City; and John T. Wil- 
liams, vice-president, Bankette Com- 
pany, Boston. Orrin H. Swayze, 
executive vice-president, First Na- 


As usual, program emphasis was on smaller, audience-participatic 
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G. RUSSELL CLARK 


DAN J. FORRESTAL 


NORMAN H. STROUSE 


Main speakers at F.P.R.A. convention, as full-length talks were kept to a minimum 


tional Bank, Jackson, Mississippi, 
outgoing F.P.R.A. president, is a 
director for one year ex Officio. 

With such a broad spectrum of 
subjects covered at the convention, 
the only possibility of keeping this 
report within editorial bounds is to 
restrict the coverage to one major 
phase of banking— its new business 
activities. Following is a round-up 
of some of the business-building 
ideas presented at the F.P.R.A.’s 
43rd annual meeting. 


The Marketing Job 
Setting the stage for what is to 


Be 
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follow were the comments of Norman 
H. Strouse, president, J. Walter 
Thompson Company, world’s largest 
advertising agency, on the merchan- 
dising job facing the nation’s banks. 

For instance, he noted that while 
the assets of commercial banks since 
World War II had increased by 35 
per cent, the assets of the entire 
financial system had gained 72 per 
cent. Moreover, he warned that the 
banks had failed to keep pace per- 
centage-wise in such major service 
categories as business loans, farm 
loans, savings accounts, instalment 
loans, and mortgage loans. 


Looking ahead, Mr. Strouse stated 
that to keep pace with anticipated 
economic expansion during the next 
decade, and to regain their 1945 
share of 40 per cent of the financial 
system total, commercial banks must 
almost double their assets during the 
next 10 years. 

Mr. Strouse projected the esti- 
mated market for specific financial 
services a decade ahead, and came 
up with such gains as a 123 per cent 
expansion in consumer credit and a 
300 per cent increase in corporate 
long-term debt. He discussed mer- 
chandising techniques widely used in 


pe meetings such as this “bonus clinic” featuring a panel of experts to answer any questions 








Frederic A. Potts, president, Philadelphia National Bank, extends official welcome of host city 





1,200 delegates attended convention; in decade, F.P.R.A. has nearly doubled its membership 


industry, and urged their more wide- 
spread adoption by banks to capture 
their full share of this expanding 
market for financial wares. 


How Banks Are Doing 

Another headline speaker, Dan J. 
Forrestal, director of public relations 
of Monsanto Chemical Company, St. 
Louis, cited results of a personal 
survey he made among some top- 
ranking public relations people 
across the country, as to their per- 
sonal impressions of banks and 
bankers. 

In rating banks with respect to 
selling and explaining their services 
to non-customers, only 8 per cent of 
the PR experts rated banks as ex- 
cellent on this, 38 per cent rated 
them as good, 34 per cent as fair, 
and 20 per cent as poor. In other 
words, in over half of the question- 
naire responses the banks were 
classified as being either fair or poor 
in this vital area. With respect to 
existing customers, the banks were 
rated as doing a somewhat better job 
of selling and explaining their serv- 
ices. 

Some 43 per cent of the respond- 
ents rated the banks as only fair in 
handling communications relating to 
the opening of new accounts. And, 
the banks’ batting averages hit bot- 
tom on the matter of explaining 
service charges; only 4 per cent 
rated this area as excellent, 11 per 
cent as good, 38 per cent as fair, and 
47 per cent said banks do a poor job 
of explaining service charges to cus- 
tomers. 

Even conceding that the question- 
naire participants may have been 
more critical than the general pub- 
lic, such findings indicate that bank- 
ing still has quite a selling job to do 
in some specific areas. 
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The Competitive Factor 

The major problems of banking 
today do not stem from economic 
recession, but out of the keen com- 
petitive environment in which the 
entire financial community finds it- 
self, affirmed the convention’s third 
major speaker, G. Russell Clark, ex- 
ecutive manager of the American 
Bankers Association. 

He declared that the following 
roadblocks stood between banking 
and its efforts to gain a larger share 
of the expanding market for fi- 
nancial services: 1. Public ignorance 
of the multiple services of banks. 
2. Public confusion about the dif- 
ferent kinds of financial institutions. 
3. Public image of a banker that is 
too frequently antiquated, unrealis- 
tic, and not friendly. 4. Public un- 
awareness of, or apathy toward, the 
vital role of banking in our Ameri- 
can economy. 

Mr. Clark then enumerated what 


was being done by the F.P.R.A. and 
his own association, to remove these 
roadblocks. 


Officer Calls 


In view of the interest shown in 
this subject in previous years, the 
1958 convention featured it in the 
departmentals, with three separate 
sessions being devoted to this one 
phase of business development. 
There were also several clinics, each 
touching upon various phases of the 
officer call program. 

Two basic schools of thought pre- 
vailed. One favored the use of pro- 
fessional sales personnel on cus- 
tomer calls, the other body of opinion 
leaned toward the use of the bank’s 
own officers for this purpose. On the 
question of whether a skilled sales 
approach is more vital than banking 
know-how, no general conclusion was 
reached. There were strong opinions 
presented for each approach. 


Panel at one of three sessions on the subject of officer calls 


From left: Arthur J. 


Howell, vice-president, Manufacturers National Bank of 


Detroit, Detroit, Michigan; Joe H. Davis, vice-president, First National Bank of 


Memphis, Memphis, Tennessee; 
Bank of Saint Paul, St. 


Lloyd L. Leider, vice-president, First National 
Paul, Minnesota; 


Robert H. O’Toole, vice president, 


Pullman Trust & Savings Bank, Chicago, Illinois 
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Portion of capacity crowd at 


The discussion revealed that prep- 
aration for calls entails reference to 
detailed records in some banks, while 
in others the calls were on a very 
impromptu basis. One of the most 
elaborate presentations that came to 
light was that being used by the 
Bank of the Southwest, Houston, 
Texas. It gives the caller a visual 
assist in the form of an illustrated 
brochure, which covers the various 
services offered by the bank and their 
advantages. 

All the larger banks appear to 
emphasize preparation in advance of 
calls, while the smaller banks do not 
feel that they have adequate man- 
power to compile the records re- 


early-morning School of Human Relations. Note gallery displays 


quired for this. One big bank indi- 
cated that in addition to central file 
data and analysis cards, the business 
development department maintains 
its own complete file of information 
on customers, and posts average bal- 
ances weekly. 

G. Reed Macomber, assistant vice- 
president, The American National 
Bank of St. Paul, Minnesota, noted 
that his bank keeps tab of the 
idiosyncracies and other personal 
quirks of top management in busi- 
ness, etc. When officers make their 
calls, they cater to these idiosyn- 
cracies, by not drinking before a 
teetotaler and not smoking when 
they are talking to a non-smoker. 


Able group of new officers for the F.P.R.A. in year ahead 


From left: John L. Chapman, vice-president, City National Bank & Trust Company, 
Chicago; John P. Anderson, vice-president, First National Bank & Trust Company, 
Paterson, New Jersey; Jordan L. Crouch, vice-president, First National Bank of 
Reno, Nevada; E. T. Hetzler, vice-president, Bankers Trust Company, New York 
City; Reed Sass, vice-president, Fort Worth National Bank, Fort Worth, Texas 
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There was general agreement 
among participants that some kind 
of a report should be made on the 
results of customer calls. William 
B. Black, vice-president, Bank of 
the Southwest, noted that his bank 
uses cards on which most wanted 
information can be checked off in a 
split second. The columns on the 
card, from left to right, cover the 
date, caller, called on, office, bank, 
elsewhere, no contact, discussed, 
prospect for, phone, letter, left card 
for, satisfied, see note, next call, and 
entertainment. 

Many banks appear to make some 
effort to recognize and reward out- 
standing efforts. One institution that 
does not favor sales campaigns is 
the Wachovia Bank and Trust Com- 
pany, Winston-Salem, North Caro- 
lina. Senior Vice-President William 
H. Neal explained that for 25 years 
the management has been empha- 
sizing business development as a job 
responsibility, and making it an im- 
portant merit rating factor. Em- 
ployees as well as officers make calls, 
he added, and average the sale of 
one banking service every 3% calls. 

There was no agreement on a 
yardstick to determine how many 
calls an officer should make a year, 
but it was agreed that as a general 
rule it was good policy to match of- 
ficer rank with equivalent executive 
rank in connection with such visits. 
Some bankers reported that women 
were being used to call on new ar- 
rivals, and to make other contacts at 

See IDEA ROUND-UP—Page 80 
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Architect deseribes emergence of new design 


in branch facilities, in transition from 
traditionalism to functionalism 


There's a New Look 
to the AUSTRALIAN BANKS 


Bank architecture in Australia has 
been undergoing a tremendous tran- 
sition in very recent years. All the 
gleaming modern buildings that are 
rising throughout many States,of the 
continent are being designed to at- 
tract the customer by their bold 
beauty and offer him maximum serv- 
ice once he steps inside their doors. 

But the transition, which closely 
parallels architectural advances in 
financial institutions within the 
United States, has not come easily. 

Here in Australia, arch-conserva- 
tism has been the main theme in 
bank design since the earliest days 
of banking. Banking has been for- 
mal, and its houses have been mas- 
sive and formal. 


Modern in every detail is this Mentone, 


This branch typifies the change to an open look 
in new quarters. Note gleaming metal and glass 
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By 
S. WINSTON HALL 
B. Archi., A.R.1.A., 


Victoria, Australia 


Perhaps this architectural con- 
servatism was meant to create an 
impression of continuance and tra- 
dition. After all, most of our banks 
have a history of more than a hun- 
dred years, dating back to their be- 
ginnings prior to the goldrush era. 
Whatever the reason, banks used to 
be both solid and stolid. 

Nowadays, however, all this is 
changing. Many premises exist to- 
day, notably branches of two or three 
of the largest banks, which are well- 


designed, modern, and light in struc- 
ture, and are thus refreshing. It 
would be interesting to try to prove 
what is assumed, namely, that the 
progressiveness and boldness shown 
in the buildings of these banks are 
symptomatic of their general bank- 
ing policy. 

Historically our buildings have 
developed from the early Australian 
bank building styles using designs of 
Renaissance palaces with the addi- 
tion of Greek porticos in front. At 
the beginning, in common with most 
other countries, Australia followed 
the prevailing Victorian fashion of 
reviving past styles. Thus we have 
a few examples of sham Gothic and 
pseudo-Georgian, but the great ma- 


Victoria, office of the Australian & New Zealand Bank, Limited 


Contemporary furnishings and room dividers set off the accountant’s area 
in this new branch. Indirect lighting and carpeting add to attractive decor 
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Wide spans of glass complement building’s use of strong 
horizontal and vertical lines 









Exterior bold lines are continued in the interior of the office that features 
an open staircase, elevated counter and brick wall 


Striking new office of The English-Scottish and Australian Bank, Limited, at Colac, Victoria 


jority is neo-classical. The head 
offices of the banks, built in the capi- 
tal cities of our six States, and built 
to last, of course, for a very long 
time, are large existing examples 
of these styles. Many are beautiful, 
and all are certainly imposing. 

It is a fact that at this time 
banks were among the few institu- 
tions which could afford to be so 
profligate with space. Everything 
was done in order to impress, on the 
principle that this would inspire 
confidence. 

In the 1930’s bank buildings passed 
through the stage of what we call 
“Bankers’ Georgian,” which was the 
result of an attempt to build the 
neo-classical style in a cheaper way. 
The result was architectural non- 
entity. 

Building ceased abruptly at the 
beginning of the last war and re- 
sumed again shortly after. In the 
meantime architectural design had 
progressed considerably. But the 
banks were not ready for change 
until they could see quite clearly that 
what was the new look in architec- 
ture was being accepted universally. 
Eventually this became apparent in 
1952, and two of the six principal 
banking organizations stepped for- 
ward with new ideas. While the more 
conservative still shook their heads 
in grave doubt, the man in the street 
acclaimed the new developments en- 
thusiastically. 

Modern suburban premises are 
often very open-looking with a front- 
age that is mainly of glass. Timid 
new customers become familiar with 
the interior of the bank through 
passing by, and apparently this helps 
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to give them the necessary confidence 
to bridge the gap between the street 
outside and the friendly, efficient 
service within. 

As for security, the “open-fronted” 
look has been found to be an advan- 
tage rather than the reverse, be- 
cause of the activities of a would-be 
thief are immediately obvious to all, 
especially when the interior of the 
bank is brightly lit at night. 

Although there are only half-a- 
dozen principal banks in Australia, 


Low lines highlight Alice Springs branch, Bank of New South Wales 


Sweeping overhang and attractive stone exterior combine to invite the customer into 
this pleasant new office. Here again, large windows open 


each bank has from 350 to 1039 
branches or agencies, and these 
branches are scattered over the 
whole of our continent and in some 
cases extend to New Zealand, Papua 
and New Guinea. Hence, thanks to 
the banks, modern architecture is 
being carried throughout the country 
to its farthermost points. 

Apart from the multi-story head- 
office bank buildings, by far the 
greater number of bank premises are 
to be found in the suburbs and in 
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this office to passersby 








This Queanbeyan branch of the Commercial Banking Com- 
pany of Sydney features strong horizontal lines 
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Half-brick, half-glass is the Boronia branch, 


State Savings Bank of Victoria 
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A radical design approach at the Elizabeth Street North branch, 
Melbourne, of The Commonwealth Bank of Australia 
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The brightly-lit entrance to the Cootamundra branch of The Commercial 
Bank of Australia, Limited, points up effective framing of the exterior 


Various design patterns are demonstrated in these four new offices of Australian banks 


the country towns. Each of these 
branches is planned with a public 
space with customers’ tables, chairs 
and stand-up type desks, and a work 
space with 3 to 15 staff desks, de- 
pending on the size of the branch. 
One banking company has reviewed 
its policy on tellers’ boxes and has 
found, after experiment, that the 
open tellers’ counters currently in- 
stalled in America are very satis- 
factory here, and save space and cost 
in construction. Others still retain 
the boxes for security purposes. 

In Australia there are no women 
tellers. The Bank Employees Asso- 
ciation safeguards employment of 
its male members in this way, and 
has a great deal of authority. But 
do not think that there are only men 
in Australian banks. All ledger ma- 
chines are operated by women, who 
are also employed for typing, general 
clerical work, and for answering en- 
quiries. Roughly speaking, the pro- 
portion of men to women in a branch 
would be three to two. 

Australian bank managers are 
rather more reserved than in Amer- 
ica in that they are not expected to 
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do so much “selling” in the way of 
personally welcoming-in customers. 
Thus the manager’s office is usually 
situated towards the back of the 
premises. 

The accountant’s box is a small 
office having low partitions and is 
located to command a view of all of 
the public space and all of the work 
space. The accountant is, in effect, 
a junior manager, and has been se- 
lected for his ability to look after 
the public and keep efficient order 
among the staff. 

I believe that open accountants’ 
areas will completely replace the 
boxes in time. Indoor plants, a book- 
case, a curtain, or a change in floor 
level or floor covering, provide a 
sufficient division to denote the area 
and offer some measure of privacy. 

The strong room, or vault, is very 
different from the American counter- 
part. It is located off the work space 
so that only the staff can enter. There 
is no safe deposit service available 
at branches other than one or two 
capital city offices. Apparently there 
is no demand for this service in 
Australia. This in turn has quite an 


effect on the appearance of the strong 
room door. American vault doors are 
made to look very beautiful as well 
as to look very strong. 

In Australia security of a slightly 
lower order is offered to a customer 
and no charge at all is made. The 
customer’s goods requiring this type 
of protection (usually such items as 
wills, non-negotiable stock, etc.) are 
placed in envelopes and/or steel 
boxes supplied by the customer him- 
self, and placed in the strong room, 
often in locked steel compartments. 
The bank’s own cash is contained 
in the strong room too, of course, 
but little cash is carried at branches, 
any surplus being removed from 
time to time to the central vault. 

It should be pointed out, though, 
that the standard of lunchroom and 
staff facilities is certainly equal to 
the high standard that I have noticed 
in America. Lunchrooms with at- 
tractive curtains, furniture and 
equipment are standard in the small- 
est, most remote branches. 

The total area covered by a bank 
building as described above, would 

See AUSTRALIAN BANKS—Page 96 
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nail down a bank loan 





The old director “talks turkey’’ to 
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THANKSGIVING LOAN 
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DON’T know if I’m going to 
want my annual $7,500 turkey 
loan,” hesitated Owen Tutter, a 
bow-legged man of low stature with 
fox-colored fur on his cheek bones. 
“Buying turkeys is awful dangerous.” 

“What’s scared you?” demanded 
Director Clutchbill in dismay, realiz- 
ing the Ferndale National had too 
much loose money around as he 
leaned forward in his chair. 

“T dunno,” mused Owen. “I’ve al- 
ways got away with it before, but 
this year I somehow feel squeamish. 
Did you know turkeys can stampede 
just like buffalo did in the Old West? 
A turkey flock of two thousand birds 
weighs tons. When they stampede 
and jam into a fence corner they’ll 
smash any wire mesh fence flatter 
than a watch even if it is on iron 
posts, Lots of turkeys get smothered 
and the rest fly for the woods.” 

“Fiddlesticks! you’re nervous.” 

“No...cautious, Aaron. It’s never 
happened with me yet, but it happens 
on every turkey ranch. I’ve got an 
idea, too, Julius Thornshank, whose 
two thousand turkey flock I buy each 
year, is going to jump the price. 
Always I’ve got them for twenty five 
cents a pound on the hoof, live 
weight. I imagine he’s snuggling up 
with a city buyer. He’s letting his 
whole flock of two thousand go at 
noon tomorrow. I got an idea that’s 

See THANKSGIVING LOAN—Page 104 
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“Pm getting out of here!” yelled Mr. VanOrman { 
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Today, the solution must quickly follow an idea. 
Old Republic’s dynamic approach to insurance 
problems comes from a positive interest in new 
ideas, practical solutions to these ideas and quick 
action to put them into practice. 


Old Republic 


LIFE INSURANCE COMPANY 








Our Special Risks Division has supplied the solu- 
tion to many new insurance ideas. It is always 
ready to explore others. 

The experienced, highly trained staff of our Credit 
Life Division has designed special coverages for 
commercial banks, sales and consumer finance com- 
panies, savings and loan institutions, mutual funds, 
farm credit agencies and credit unions. 

Our Ordinary Life Division offers a complete 
portfolio of policies to meet the needs of any client 
or any general agency. 

We welcome your inquiries and suggestions. 
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Treasury Seeks Support 
By Private Savings 


This has been a year upon which 
the United States Treasury can look 
back with very little gratification; in 
fact there are fears that the worst 
is yet to come. For late in November 
and early in December, the Treasury 
must go to the market for a total of 
$12 billion, about $3 billion of it in 
new cash money. With the stock 
market booming away toward new 
heights, enticing funds out of reser- 
voirs which the Treasury will need 
to tap, the genius of public debt man- 
agement is truly being put to the 
test. 

Top Treasury officials have braved 
the political wars to go afield with an 
appeal for more real savings to go 
into the purchase of Government 
securities. Within three weeks, 
Secretary Robert B. Anderson, Un- 
dersecretary Julian B. Baird, and 
Assistant to the Secretary Charles 
J. Gable, Jr., all said the same 
thing in different words—that when 
budget policy, fiscal policy and mone- 
tary policy are mutually at odds, 
there is little prospect but to make 
the best of a bad situation. 

The disheartening fact, according 
to Mr. Gable, is that real savings of 
individuals are being withdrawn 
from Governments more rapidly than 
they are being put in. Over the past 
five years, the various types of sav- 
ings institutions have liquidated 
about $2 billion of their Government 
holdings—more than cancelling out 
the $114 billion gain in Government 
security ownership on the part of 
individuals. 

“Thus the share of individual sav- 
ings flowing either directly or in- 
directly into U. S. Government secu- 
rities during the past five years 
comes out at less than zero.” 

The Treasury officials’ appeals 
were received in the money ex- 
changes with mixed reactions. In the 
municipal quarter, which relies heav- 
ily on the savings institutions for its 
market, the speeches were termed a 
“scolding,” nothing short of “silly.” 
In the Government security sector, 
they were read as possibly implying 
that the Treasury may be “softening 
up” the market for an innovation— 
some Thanksgiving Day surprise. In 
the banking sector, especially among 
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By JOHN DONOGHUE 
Washington Correspondent 


big banks, the speeches seemed to be 
exhortations to “make a good mar- 
ket” in spite of the fact that there 
are tax losses possibly entailed. 

Mr. Gable made the point, perhaps 
correctly regarded as a thin one, that 
“yield is not the only criterion of 
sound investment policy,” in the 
light of savings institutions’ direc- 
tors’ and trustees’ fiduciary obliga- 
tion to their clients—namely, to ob- 
tain maximum return on their funds. 

In the midst of these happenings, 
the Federal Reserve Board upped the 
margin base on loans for purchase of 
listed securities from 70 percent to 
90 percent. This seemed to have little 
effect, and in the view of one critical 
writer, may have proclaimed: “The 
band wagon is rolling, boys; let’s get 
on!” 

te * a 


FRB “Errors”? Charged 
In Senate Report 


October in an even-numbered year 
is time for relaxation by the dozen 
or so financial reporters in Washing- 
ton specializing in the news of bank- 
ing and finance, for the thousand- 
odd others who specialize in politics 
gobble up all the news columns dur- 
ing pre-election weeks. But once in 
a while this tradition is broken, and 
the financial writers dash to their 
typewriters. 

Such an event occurred in mid- 
October when, without advance 
notice to the press, Chairman J. 
William Fulbright of the Senate 
Banking Committee turned loose a 
severe castigation of the Federal 
Reserve System’s performance since 
the Accord of 1951, an 80-page docu- 
ment prepared by the Legislative 
Reference Service of the Library of 
Congress. The chief author of the 
book was Dr. Asher Achinstein, who 
previously aided Mr. Fulbright in 
his probe of the stock markets. 

Owing to the severity of the criti- 
cisms, Mr. Fulbright permitted the 
Reserve Board and its staff to pre- 
view the book and to add as an 
appendix its comments in rebuttal. 
These were both brief, and in asper- 
ity sharper, than the studied barbs 
published by the Committee. 

Both Chairman Fulbright and Re- 
serve Board Chairman William McC. 
Martin took sideline seats in the de- 





bate. Mr. Fulbright said the report 
by the Legislative Reference Service 
expert is of utmost importance to 
“all citizens concerned with the vital 
issues of monetary policy.” Mr. Mar- 
tin signed his letter of transmittal, 
no more. 

The Achinstein document, on eval- 
uation, charges that the Federal Re- 
serve System, since its emancipation 
by the Accord of 1951, has failed, by 
its own miscalculations, to achieve 
the hoped-for control of economic 
swings through application of mone- 
tary policy. The gist of the criticism 
is three-pronged: (1) That the Fed- 
eral Reserve failed to judge correctly 
the economic trends; (2) That Re- 
serve authorities were too slow to 
act; and (3) That the seven-year 
story since the Accord is character- 
ized by inconsistencies. 

Here is the key statement of the 
Senate Committee document: “If the 








The annual report of Stockton, 
Whatley, Davin & Company for 
the year ended May 31,1958 is 
now available for distribution. 
This organization has more 
than 70 years’ experience in 
real estate, mortgage loans, and 
insurance in Florida...and in 
these fields offers Florida's 
only complete statewide service. 


For a copy of the annual report write 


Brown L. Whatley, President, 
100 West Bay Street 
Jacksonville, Florida 


STOCKTON, WHATLEY, DAVIN 
& COMPANY 


REAL ESTATE INSURANCE MORTGAGES 


KEY wesT 
TALLAHASSEE 

FT LAUDERDALE 
WEST PALM BEACH 


PENSACOLA 
JACKSONVILLE 

= ST PETERSOURG 
PONTE VEORA BEACH 








\ PREAEE SE ERT 28 7h Oe a OI Bi Vyas fpr Fh 








>. Sa AP.* C4 








inadequacies of the Federal Reserve 
in 1955 may justifiably be said to 
have encouraged subsequent infla- 
tionary developments, the miscalcu- 
lations in the summer and fall of 
1957 may be said to have contributed 
to the sharpest business decline in 
the post-war period.” It is this state- 
ment that roused the ire of the Re- 
serve Board stuff. For some stimu- 
lating reading, one may send for a 
copy of the Study on Federal Reserve 
Policy and Economic Stability, 1951- 
57, published by the Senate Banking 
Committee, Washington 25, D.C. 

For outlook, Sen. Fulbright does 
not now foresee a series of hearings. 
“Congress will be considering a num- 
ber of measures relating to monetary 
policy and economic stabilization,” 
he remarked. This implies that the 
matters raised by the Achinstein re- 
port will be fully aired in all-out 
hearings and debate during the de- 
liberations of the new 86th Congress. 
Fireworks there will be, without 
doubt. 
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S.B.A. Business Loans 
Reaching New Highs 


On the doctrine that a loan means 
nothing until it is on the books, the 
Small Business Administration has 


issued invitations to business firms 
and groupings to make plans for 
their operations under the Small 
Business Investment Act and to en- 
ter applications. The actual regula- 
tions are taking longer to develop 
into issuable form; accordingly the 
S.B.A. issued two sets of guiding 
rules, first for local development 
companies, and second at the next 
level for State development com- 
panies. 

Administrator Wendell B. Barnes 
estimated that final regulations will 
have been issued in time to become 
distributed and effective Nov. 30, 
and that the first loans may possibly 
be cleared by Jan. 1. The Small 
Business Investment Division of 
S.B.A. has an initial $50 million to 
use as a loan fund for its first year 
of operation. 

Meanwhile, the S.B.A. business 
loan program was reaching new 
highs. During September they 
climbed one-third higher than Sep- 
tember, 1957. It was a new total of 
395 loans for $17,400,000 against 271 
loans for $13,275,000. 

Applications received likewise shot 
upward. During September of this 
year there were 893 applications for 
$54,902,000 against last year’s Sep- 
tember total of 508 applications for 
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$29,057,000—an increase of 43 per- 
cent. 

There has been some slack-off of 
disaster loans during September. 


Forty-five applications were ap- 
proved for $583,000, while last year’s 
comparable figures were 142 applica- 
tions for $1,156,000. 

A rundown of the new business 
loan roster for September reveals 
some interesting loan-purposes. 
There were: 32 loans to businesses 
employing only one person, presum- 
ably the proprietor; these included 
a physician, an operator of a nurs- 
ing home, several motels, letter shops 
and laundries; most had bank par- 
ticipations. One loan went to a 7-man 
establishment that provides soft 
water service in North Carolina. A 
dehydrating alfalfa mill in Iowa, 
with 40 employees, obtained a $40,- 
000 participation loan—suggesting 
that the local banker tends to be 
conservative. 


Inflationary Bias Seen 
In Employment Act 


The Employment Act of 1946 was 
born of fear of post-war depression, 
pledging the Government’s efforts 
“to promote maximum employment, 
production and purchasing power.” 
Under its terms, Congress estab- 
lished the President’s Council of 
Economic Advisers and its own Joint 
Economic Committee. 

The Economic Policy Commission 
of the American Bankers Associa- 
tion, reflecting the views of many 
groups that know the bleeding power 
of inflation, now asks Congress to 
add “price stability” to the three 
other objectives. By this serious 
omission, Congress failed to make 
“a straightforward declaration that 
avoidance of inflation is one of the 
primary objectives of public eco- 
nomic policy.” 

During twelve years of operation, 
the Employment Act has_ been 
hampered seriously by its failure to 
include dollar stability as a major 
national objective. To begin with, 
the early drafts of the law carried 
the label “Full Employment Act,” 
which implies, as it did in Great 
Britain, that full employment must 
be achieved at any price. It required 
strenuous efforts by the late Senator 
Robert A. Taft and his conservatives 
to obtain the removal of the word 
“full” from the title. Even now, edi- 
torialists and commentators speak- 
ing for labor groups slip the word 
into their copy from time to time, 
and even the economic letter of one 
of the nation’s largest banks has 
fallen into the error. 

The A.B.A.. Commission believes 
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that there is no “‘Hobson’s choice” 
between maximum employment and 


price-level stability. “There is no 
conflict between them unless ‘maxi- 
mum employment’ is described as 
synonymous with continuous brim- 
ful employment supporting Govern- 
ment policies aimed at eliminating 
even minor fluctuations in output 
and employment. 

“Similarly, there is no logical rea- 
son for assuming that we cannot 
have a satisfactory rate of economic 
growth without continuously rising 
prices. On the contrary, there are 
good reasons for believing that in- 
flation impedes growth. Even mild, 
creeping inflation can retard eco- 
nomic progress because it tends to 
foster inefficient management, dis- 
tort investment decisions, prevent 
desirable shifts in economic re- 
sources, disturb the functional bal- 
ance of costs, prices and incomes, 
and discourage saving and capital 
accumulation,” the Commission said. 

The new Congress is not likely to 
leap to change the wording of the 
Act, for there will be opposition in 
plenty. The matter has even been 
shrugged off by some lawmakers as 
being “only some phrases in the pre- 
amble, not substantive law.” 

To this last disavowal of interest, 


the answer is being heard here that 
a preamble can be most persuasive 
to the public, that it is usually the 
most widely published portion of the 
enactment, and -that perliaps twice 
as many American citizens can recite 
the Preamble to the Constitution as 
can recite any other part of it. 
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World Bank and Fund 
Study Capital Increases 


The International Bank for Recon- 
struction and Development, popu- 
larly known as the World Bank, and 
the International Monetary Fund 
have begun the slow process of ac- 
quiring additional capital through 
increased quota assessments on mem- 
ber countries. In addition, the 
Boards of Governors took under 
study a_proposal by President Eisen- 
hower to establish an International 
Development Association by which 
capital could be exported by hard- 
currency countries, to be repaid in 
part in local currencies. 

In a special message to the con- 
vocation, the President said these 
measures were necessary to create in 
the free world ‘‘an economic environ- 
ment which is both dynamic and 
financially sound.” Secretary of the 
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Treasury Robert B. Anderson led the 
United States delegation to the meet- 
ings, which took place at New Delhi, 
India, for the first time. 

* The formula for increasing capital 
quotas for the Bank and Fund was 
not spelled out. The Executive Di- 
rectors were given authority to draw 
up the necessary plans, based on the 
relative ability of member countries 
to participate in the capital enlarge- 
ment. This is expected to -be done 
rather quickly, since much of the 
spadework has been already accom- 
plished. The final proposal would 
then be submitted to the Governors 
representing the individual member 
countries, for such legislative action 
as is necessary to procure each coun- 
try’s approval. 

It is possible that a sufficient num- 
ber of countries will cast affirmative 
votes to make the capital increase 
effective by mid-1959. Officials are 
optimistic about obtaining Congres- 
sional approval early in the year. 

The International Development 
Association proposal, being new, 
made less headway. This plan is the 
product of a Senate-passed resolu- 
tion, advanced by Sen. Mike Mon- 
roney, Democrat of Oklahoma, which 
was the subject of extensive hear- 
ings and was endorsed by the Presi- 
dent during August. The scorecard 
shows that soft-currency countries, 
which would benefit by the adoption 
of the plan, are strongly behind the 
United States proposal, but hard- 
currency countries taking the bulk 
of the currency risk are reluctant to 
speak out one way or the other. 
Evidently much more persuasion is 
needed if the I.D.A. plan is to be 
put into effect. 


e S Sd 


Capital Notes 


Federal Reserve Governor James 
K. Vardaman, now firmly convinced 
that ten years as a Governor outruns 
a man’s usefulness in the job, has 
resigned to take over the manage- 
ment of banking interests in Geor- 
gia. He is a native of Mississippi, 
former banker in St. Louis, Mo., 
wartime naval officer, and White 
House aide until named to the Board 
by President Truman. 


~ 


The Federal Home Loan Bank 
Board limits new-account give-aways 
by savings and loan associations to 
one koala bear per customer. One 
unit offered a bear for each new $25 
account and was challenged by a cus- 
tomer with $1,500 in hand, to open 
60 accounts and trot out 60 bears. 
On appeal, the district Federal Home 
Loan Bank ruled firmly: “Only one 
bear to a customer.” 
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How to spot 
the 32 Elm account 
in 11% seconds 


NEW MOSLER REVO-FILE gives you 
accounts receivable fast...obsoletes all other card files 





No fall out! Exclusive patented Revo-File belt keeps No attachments! No hole punching! Cards not at- No effort! Cards come to clerks with spin of drum. 
cards perfectly in place, protects against wear. If tached to drum. Just drop your present cards into Revo-File available in manual and automatic elec- 
you have 2,500 or more cards, Revo-File is for you. Revo-File. tric models. 


IEE TERE OSE EI 


New Mosler Revo-File is the unique rotary active-card file. It’s 

















; ; , REVO-FILE DIVISION * THE MOSLER SAFE CO. 

f the only rotary card file that: cuts reference time to 14% seconds; | Bepariment @CH-1158 320 Fifth Avenue, New York 1, NL Y. | 
contains 5 times as many cards as other systems hold in the | | 
same space; reduces all finding locations to just one; eliminates j.  Gortlemen: | have 2498 er mars pends ent= | | 
changeover costs. Now there’s no more tugging, toting, flap- ; oO 2 rae in additional information on, Mosier . 
flipping or pulling...Revo-File is modern ...Clerks work while | C1 | om interested in @ free 30-day office trial of Mosler | 
comfortably seated. And remember, one quick spin of the Revo- | Revo-File. | 
File drum gives you the card you want...in just 1% seconds. | | 
For further information, send coupon today. Be | 

| Position | 
NEW MOSLER REVO-FILE | 
. Address 
... the modern rotary card file. ..another fine product of | | 
The Mosler Safe Co. ,320 Fifth Avenue, New York1,N.Y. | City _Zone__State { 
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Compare! 
In electronic bookkeeping... 


ONLY BURROUGHS GIVES 
YOU COMPLETE 
PROGRAMMING 

FLEXIBILITY! 





Nothing will pay you such dividends now as a good look @ You can easily switch the machine from job 
around before you leap into the electronic bookkeeping . 
machine market. Did you know, for instance, that only the to job. No factory change needed. 


Burroughs Electronic Bank Bookkeeping Machine offers 
complete programming flexibility, with these advantages: @ Advanced techniques like those used in the 
most advanced electronic computers permit 
functions and full information to be pro- 


grammed in the machine’s sensing panel. 


@ Easy adaptation to change in operations. 


@ Freedom to change forms design. 
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There’s a lot to think about there. Yet complete program- 
ming flexibility is only one of a battery of exclusive advances— 
such as full electronic verification—built into the Burroughs 
Electronic Bank Bookkeeping Machine. See how this ma- 
chine, with its unequalled features and functions, can do 
more work for you in less time and do it more accurately, 
simply and economically than anything else around. 


Call our nearby branch office for full details today. Burroughs 
Corporation, Burroughs Division, Detroit 32, Michigan. 


November, 1958 


BURROUGHS KIT contains complete suggestions and sample 
materials to aid in building employee morale, customer 
relations and community will during your change-over 
to electronic bank bookkeeping. Just phone our nearby 
branch for your copy. Or write to Burroughs Corporation, 
Burroughs Division, Detroit 32, Michigan. 


@ pd Burroughs 
By Corporation 


“NEW DIMENSIONS / in electronics and data processing systems” 
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ONE 
home of 


your man 
at the 


IRVING! 4 


fee 
. 3 
i 


STREET 


Sometimes being an expert is as simple as 
knowing how to get just the information 
you need at the moment you need it. 
That is exactly what your man at the 
Irving can do for you. For through the 
Irving Trust Company there flows a con- 
stant stream of information gathered from 
a world-wide banking system. 














The sources of information are many 
and varied. The bank wire, broad tape 
ticker, credit files, and quotations from 
the trading tables daily measure the pulse 
of business. Add to this an intimate and 
timely knowledge of economic health in 
foreign countries gained through a global 
network of bank correspondents and you 
have a rich resource on which you or 
your customers can draw. 
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The specific facts you want and need 
can be as near as your telephone. Look 
upon your man at the Irving as a member 
of your own staff and consult him freely. 


Ee 


Through your man at the Irving: Fast 
Transit Service. World-wide Collections. 
Credit Information. Portfolio Analysis. , 
-- Experienced Consultation. Safe Keeping 
AG of Securities. 


=. 


IRVING TRUST COMPANY 


One Wall Street, New York 15, N.Y. 


Capital Funds over $130,000,000 Total Assets over $1,600,000,000 
RicHarp H. West, Chairman of the Board Grorce A. Murpny, President 
Domestic, Banking Division—Notan Harrican, Senior Vice President in Charge 
MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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THE PERSONALITY SPOTLIGHT 











Cc. R. MITCHELL 
To head Savings-Loan League 


C. R. Mitchell, president of the 
First Federal Savings and Loan Asso- 
ciation, Kansas City, Missouri, is 
slated to become president of the 
United States 
Savings and Loan 
League at the 
League’s annual 
convention in San 
Francisco this 
month. He will 
succeed Joseph 
Holzka, president 
of the Northfield 
Savings and Loan 
Association, Sta- 
ten Island, New 
York. Wallace O. DuVall, president 
of the Atlanta (Georgia) Federal 
Savings and Loan Association, has 
been nominated vice-president. 


W. 0. DuVALL 


* 


Edward C. Dresselhuys, Robert 
O’Boyle and Irving Seaman, Jr. have 
been elected vice-presidents of the 
Continental Illinois National Bank 
and Trust Company, Chicago. Pro- 
moted to second vice-presidents were 
John S. Dean, Henry Muhs, Edward 
Van Singel, Jr., Russell V. Wick, Al- 
fred P. Haake, Jr., Lyle F. Veitch and 
Vincent M. Flynn. 


a 


H. R. Hosick has been named 
senior vice-president and board mem- 
ber of the Fidelity Trust Company, 
Pittsburgh. Mr. Hosick was presi- 
dent of the Potter Bank before it 
merged with Fidelity last month. 


° 


John J. McCloy, chairman of the 
Chase Manhattan Bank, New York 
City, has been named chairman of 
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trustees for the Ford Foundation, 
one of the world’s largest philan- 
thropic institutions. 


o 


California’s bank superintendent 
has been elected president of the 
National Association of Supervisors 
of State Banks. William A. Burkett 
succeeds Alexander H. Miller, Vir- 
ginia Commissioner of Banking and 
Insurance, who becomes chairman of 
the executive committee. Other offi- 
cers elected were Randolph H. 
Hughes, State Bank Commissioner of 
Delaware, first vice-president; Irv- 
ing C. Rasmussen, Commissioner of 
Banks of Minnesota, second vice- 
president; and Dick Simpson, Bank- 
ing Commissioner of Arkansas, third 
vice-president. The election took 
place at the association’s annual con- 
vention in Minneapolis the latter part 
of September. 

aa 


Two new vice-presidents have been 
appointed in the operating depart- 
ment of the Mellon National Bank 
and Trust Company, Pittsburgh. 
They are Raymond C. Kolb and Dale 
H. Osborne. 

Mellon National Bank and Trust 
has also appointed Robert A. Maier 
assistant vice-president. 


e 


Edwin B. Moran succeeds the late 
Henry H. Heimann as executive vice- 
president and manager of the Na- 
tional Association of Credit Manage- 
ment, New York City. 


a 


Charles A. Becker, Andrew S. 
Sawers, Addison B. Bingham, and 
Leod M. Goss have been appointed 
vice-presidents of Manufacturers 
Trust Company, New York City. Mr. 
Becker is in charge of the bank’s 
business in 10 Southern states. Mr. 
Sawers is assigned to the metropoli- 
tan division of the bank’s domestic 
department, and Mr. Bingham is 


assigned to the commercial loan de- 
partment. Mr. Goss is in the inter- 
national banking department. Manu- 
facturers Trust also appointed Wil- 
liam H. Padgett trust officer, and 
Byron J. Moger assistant vice-presi- 
dent. 


aa 


Elwood F. Kirkman is serving his 
second term as treasurer of the Amer- 
ican Bankers As- 
sociation. The 
president of The 
Boardwalk Na- 
tional Bank, At- 
lantic City, New 
Jersey, was re- 
elected at the 
recent ABA con- 
vention in Chi- 
cago. ABA divi- 
sion vice-presi- 
dents elected at 
the convention include John S. Cole- 
man, chairman of the board, Birming- 
ham (Alabama) Trust National Bank, 
national bank division; Louis S. 
Finger, president, Andover (Massa- 
chusetts) Savings Bank, savings and 
mortgage division; Harry W. Eaton, 
president, Twin Falls (Idaho) Bank 
& Trust Company, state bank divi- 
sion; and Charles W. Hamilton, 
senior vice-president and trust offi- 
cer, The National Bank of Commerce, 
Houston, Texas, trust division. 

Three promotions have been an- 
nounced for members of the A.B.A. 
staff. Hartwell Davis has been named 
associate secretary of the American 
Institute of Banking, Miss Mary C. 
Smith, assistant secretary of the trust 
division, has also been made assistant 
editor of the Trust Bulletin, and Miss 
Thelma Boes has been appointed 
assistant secretary of the associa- 
tion in its Washington, D.C. head- 
quarters, 





E. F. KIRKMAN 


. 


Two new vice-presidents have been 
named at the Bank of America, San 


Four new vice-presidents at Manufacturers Trust, New York 


L. M. GOSS 


C. A. BECKER 











A. B. BINGHAM 


A. 8. SAWERS 
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The feet of 
relaxed, efficient 
employees... 






».. stand on °, 
HYGIENIC ¢. 


MATS and RUNNERS 


Your employees who must work 
standing will be happier and more 
efficient when they stand on 
Hygienic Foot-Comfort Mats. 
That’s because these quality mats, 
scientifically designed to distrib- 
ute body weight, relieve strain and 
reduce fatigue. Hygienic Mats 
quickly pay for themselves, for 
they change the usual afternoon 
slowdown to a period of profitable 
accomplishment. 

Hygienic Mats offer smart styling, 
too. Eight modern color combina- 
tions to match any decor. And 
their long- 
lasting beau- 
ty, beveled 
safety edges 
and ease of 
cleaning 
make them 
the best mat 
buy today. 














—— 








Here's the Secret... A 
beautiful rubber tile 
flooring bonded to a 
sponge rubber base pro- 
vides proper support 
without being “mushy.” 





See your Office 
Supply Dealer or write: 


THE HYGIENIC DENTAL MFG. CO. 
Flooring Division, Dept. O 
Akron 10, Ohio, U.S.A. 



















D. T. VAUGHN 


R. D. OATES 


Advance at Bank of America 


Francisco. They are Donald T. 
Vaughn, manager of the day and 
night office of the bank, and Robert 
D. Oates, manager of the bank’s East 
Bakersfield office. In another advance- 
ment, Kenneth V. Larkin was made 
assistant vice-president. 
* 


New trust officer at the Mercantile 
Trust Company, St. Louis, is Herbert 
W. Green. 

A. U. Hooss has joined the Mercan- 
tile Trust as assistant vice-president 
in the banks and banker’s department. 

* 


James E. Bent, president of the 
Hartford (Connecticut) Federal Sav- 
ings and Loan Association, has been 
elected president of the National 
League of Insured Savings Associa- 
tions. New vice-president is F. Mar- 
ion Donahoe, president of the Citizens 
Federal Savings and Loan Associa- 
tion of San Francisco. 

« 


Abram P. Merritt. has been pro- 
moted to vice-president and trans- 
ferred to the head 
office of the Fed- 
eral Reserve Bank 
of San Francisco. 
In his new post 
he will be in 
charge of the dis- 
count and credit 
department and 
the fiscal agency 
department, 
where he succeeds 
Harold F. Slade, 
retired after 40 years of service. Mr. 
Merritt was formerly in the Portland, 
Oregon branch of the bank. 

. 


Herbert D. Hitchcock has been 
elected vice-president and manager of 
the Oneida office of the Lincoln Na- 
tional Bank and Trust Company, 
Syracuse, New York. 


The new director of the NABAC 
School for Bank Auditors and Comp- 
trollers is Edward F. Lyle, senior 
vice-president. and comptroller of the 
City Nationat Bank and Trust Com- 


A. P. MERRITT 








pany Kansas City, Missouri. He 
succeeds Clarence H. Lichtfeldt, 
comptroller and vice-president, First 
Wisconsin National Bank, Milwau- 
kee, who was instrumental in found- 
ing the school and has been director 
since 1923. 


4 


Joseph C. Lipman has been given 
the title of honorary vice-chairman of 
the executive committee at the Union 
Bank, Los Angeles. Mr. Lipman re- 
cently retired as vice-chairman of the 
committee after 38 years of service 
with the bank. 


Sd 


Edward Royal, former director of 
public relations 
and promotion for 
This Week maga- 
zine, New York 
City, has been ap- 
pointed director 
of advertising and 
public relations at 
the Security-First 
National Bank, 
Los Angeles. A 
one-time partner 
in an advertising 
agency, Mr. Royal has also served the 
Advertising Council, Inc. 





E. ROYAL 


e 


Miss Charlotte Engel, trust officer 
at the National Savings and Trust 
Company of Washington, D. C., has 
been elected president of the National 
Association of Bank Women. She 
succeeded Miss Iweta Miller, assist- 
ant vice-president of the First City 
National Bank, Houston, Texas, at 
the association’s annual convention 
at Atlanta, Georgia, in October. 


Other officers elected were Miss 
Helen L. Rhinehart, secretary of 
Brenton Companies and _ assistant 


vice-president of the National Bank 
of Des Moines, Iowa, vice-president ; 
Mrs. Virginia H. Burgess, assistant 
secretary, Anacostia National Bank, 
Washington, D. C., recording secre- 
tary; Mrs. Frances B. Poole, assistant 
treasurer and secretary, McLachlen 
Banking Corporation, Washington, 
D. C., corresponding secretary; and 
Miss Corinne Pool, assistant cashier 


Top Bank Women officers 


MISS ENGEL 


MISS RHINEHART 
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Your direct wire to the Bond Market 


Manufacturers Trust Company 


If you wish to buy or sell any types of United States Government, State 
or Municipal securities, we can help you. 


Manufacturers Trust deals in these securities at net prices. We also 
are members of the selling group for Government Agency bonds when- 
ever new issues are offered. 


Securities purchased for our correspondent banks may be placed in 
safekeeping with us without charge. Shipping costs are thereby elim- 
inated, and the securities are always available for immediate sale and 
credit to their accounts whenever funds are needed quickly. 


Why not check prices with us whenever you are in the market to buy 
or sell bonds? 


Cali HAnover 2-7182 and reverse the charges or use the Bank Wire, call letters NMFR 
November, 1958 
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Other Correspondent Bank Services 


* Bond Portfolio Analysis 


* International Banking Service in 153 
countries 


* Personal and Corporate Trust Service, 
including Pension Plans, Dividend 
Payments and Other Related Services. 


* Up-to-the-Minute Credit Information 
* Surveys and Recommendations on Bank 


Operations 


* Around-the-Clock Transit Service 

* Domestic and World-wide Collections 
* Group Life Insurance and Pension Plans 
* Excess Loan Participation 


Head Office: 44 Wall Street, New York 15, N. Y. 
Member Federal Deposit Insurance Corporation 


SERED OS 





and auditor, First National Bank of 
Holland, Michigan, treasurer. 

Mrs. Anna Foster, administrative 
assistant in the 
branch manage- 
ment staff of the 
Valley National 
Bank, Phoenix, 
Arizona, has been 
awarded the Jean 
Arnot Reid award 
for her contribu- 
tions to banking 
during the past 
year. The annual 
award was made 
at the N.A.B.W. convention. Mrs. 
Foster has been active in A.I.B. 
affairs and community activities. 





MRS. FOSTER 


cd 


In top promotions at the American 
State Bank, Milwaukee, Wisconsin, 
John Butcher has been elected presi- 
dent, William F. Wierdsman was 
made senior vice-president and Lewis 
J. Prentice was made cashier. Mr. 
Butcher succeeds Edwin A. Redde- 
man, honorary president. 


o 


Seven staff members of the Dollar 
Savings Bank, New York City, have 
been promoted. Leading the advance- 
ments were Thomas W. Christy, 
Lioyd F. Dempsey and Edwin J. 


Hoskins who were named senior vice- 
presidents. Appointed to vice-presi- 
dents were Robert Weiss, Miss Alice 
I. Damseaux, and Edward A. Reisner. 
Ian D. Smith has been named comp- 
troller. 

. 


Stanley Hoffman becomes vice- 
president and Homer Bruce assistant 
vice-president in advancements at the 
State Bank of Wellston, St. Louis. 


* 


In advancements at the Crocker- 
Anglo National Bank, San Francisco, 
John F. McManus and Roy A. Le- 
Baron have been made vice-presidents 
and branch managers. New assistant 
vice-presidents include Jose P. Rivas- 
Micoud, Scott Runyan, William M. 
Brady, E. Louis Cumpston, Frank D. 


In Crocker-Anglo promotions 


R. A. LEeBARON 


J. F. MCMANUS 








Magers, Robert W. Armstrong, Carl 
T. Brauer, and C. Michael Shaw. 


e 


Vice-president in charge of opera- 
tions is the new title for Robert W. 
Jeffreys at the Boardwalk National 
Bank, Atlantic City, New Jersey. 


e 


Maurice K. Lewis, Jr., has been 
elected vice-presi- 
dent of the Pan 
American Bank of 
Miami, Florida. 
He joins the bank 
after serving as 
executive vice- 
president and sec- 
retary of the First 
Federal Savings 
and Loan Asso- 
ciation, Willough- 
by, Ohio. Mr. 
Lewis will be in charge of the busi- 
ness development division of the 
Miami bank. 

C. M. Carpenter was also elected 
vice-president of the Pan American 
Bank in a later advancement. 





M. K. LEWIS, JR. 


+ 


Three downtown St. Louis banks 
recently had a chance to promote the 
thrift habit and help the city’s United 
Fund campaign. Boatmen’s National 
Bank, First National Bank and Mer- 
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Pig has dual role 


cantile Trust Company were joint 
sponsors of a banking exhibit at the 
city’s Modern Living Show. One of 
the highlights of the exhibit was the 
large piggy bank pictured here that 
was filled with coins for the United 
Fund. Shown examining the giant 
pig are, from left to right, Ethan A. 
H. Shepley, Jr., vice-president, Boat- 
men’s Bank; Felix N. Williams, Mon- 
santo Chemical Company, general 
chairman for the United Fund; Jef- 
ferson L. Miller, assistant vice-presi- 
dent, First National Bank, assistant 
general chairman; John Dillencourt, 
United Fund executive vice-presi- 
dent; and John Fox, senior vice- 
president, Mercantile Trust Company. 


4 


The Citizens National Trust & Sav- 
ings Bank of Los Angeles has elected 
Robert W. Reniers vice-president. 


e 


Robert A. Bivins, Norwell F. Bur- 
gess, and James F. Fox have been 
appointed vice- 
presidents of the 
Chase Manhattan 
Bank, New York 
City. Mr. Bivins 
serves in the 
bank’s bond de- 
partment and Mr. 
Burgess is in the 
bank operations 
department. Mr. 
Fox is in the ad- 
vertising and pub- 
lic relations department. Promoted 
to assistant vice-presidents in the 
national territorial organization were 





J. F. FOX 


Share in advancements 


N. F. BURGESS R. A. BIVINS 
























November, 1958 





* 


Sex SSS SS 2 ee ee ee ee ee 


Do you have high collecting costs, 
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poor collecting performance? 


Get more level payments on time 


at less cost with 
ALLISON COUPONS 


Efficient 


An tnvestment - 





The Allison Coupon Payment System is practically 100% 
effective in bringing in exact payments from normal accounts 
because the system: 


* Bills each payment separately with one mailing, for 
the complete account. 


se Makes paying by mail easier. Speeds up window 
service, Builds your reputation for service. 


%* From the start it saves time and reduces expenses 
by eliminating detail and improving collections. 


Beat rising costs now. Discover how easily the Allison 
Coupon Payment System can be adapted to your needs. 
Use this handy coupon to request free sample books and 
complete information. No obligation of course. 


mail coupon 
today for 
complete 
information 






cCaouron 
SCOoKS 


(ewer werner ee" 





aot 





ALLISON COUPON COMPANY, INC. 
Indianapolis 6, Indiana 


Please send information and samples of Allison 
Coupon Books showing how to achieve more level 
payments at less cost. 


Name_ Title 








Firm 





Address 





City and State 





ALLISON COUPON COMPANY, INC. 


P.O. Box 102, Indianapolis 6, Indiana 


An Investment in Efficiency 
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Howard L. Brown, Charles E. Fiero, 
John S. Hejinian and Robert K. 
Schell. James H. Harris has also been 
named assistant vice-president. 


4 


New executive vice-president of 
the First Nation- 
al Bank, Orlando, 
Florida, is Wil- 
liam H. Dial, Or- 
lando attorney. A 
director of the 
bank since 1944 
and former legal 
counsel for the 
Florida Bankers 
Association. Mr. 
Dial has also 
served on the 
State Board of Control and the Flor- 
ida State Road Board. 


W. H. DIAL 


o 


In nominations for officers of the 
Investment Bankers Association of 
America, the group’s board of gover- 
nors has given the nod to William 
D. Kerr as the association’s incoming 
president. Mr. Kerr is a partner in 
the firm of Bacon, Whipple & Co., 
Chicago. Nominees for vice-president 
are William M. Adams, Braun, Bos- 
worth & Company, Detroit; Warren 
H. Crowell, Crowell, Weedon & Co., 


Los Angeles; Edward Glassmeyer, 
Blyth & Co., Inc., New York City; 
W. Carroll Mead, Mead Miller & Co., 
Baltimore; and Arthur L. Wads- 
worth, Dillon Read & Co., New York 
City. Nominations made in mid-Sep- 
tember are tantamount to elections at 
the association’s annual convention 
slated for November 30-December 5 
at Bal Harbour, Florida. 


om 


The Dauphin Deposit Trust Com- 
pany, Harrisburg, Pennsylvania has 
advanced Harper W. Spong to chair- 
man and Clinton L. Keister to presi- 
dent. In other promotions, G. Vance 
Seidel and Norman A. Sheesley have 
been named senior vice-presidents, 
Stanley R. Jeffries was made vice- 
president, and Edward A. Klitsch, Jr., 
was named operations manager. 


* 


Newly-elected assistant vice-presi- 
dents at the Bankers Trust Company, 
New York City, include Eugene 
Brinker, William E. Hines and 
Jerome D. Twomey. 


* 


Top officers have been named for 
the new First National City Bank of 
Alliance, Ohio. The new bank was 
created by the consolidation of the 
Alliance First National Bank and the 








FINANCIAL BUILDING CONSULTANTS 


neers. 


ST. LOUIS 
118 East Lockwood Ave., 
Webster Grove 19 (St. Louis) Mo. 
Phone: Woodland 1-6660 





If you are planning to build or remodel your banking home, 
you naturally are desirous of discussing your ideas with an 
exceptionally competent firm of Architects and Engineers. 
Financial Building Consultants is such an organization — 
with long years of experience in bank layout and architec- 


ture, and thorough knowledge of bank operational proced- 


ures....We firmly believe in local competitive bidding, and 
also are happy to associate ourselves with any architect of 
your choice who may not have enjoyed our specialized 


banking experience.... You will be called upon by invitation 
only, and then by top-level experienced Architects and Engi- 


HOME OFFICE: Coral Gables Federal Building — Suite 218 


2505 Ponce de Leon Blvd. 


CORAL GABLES (Miami) Florida 


Phone: HI 5-3513 


OTHER OFFICES: 


ATLANTA 
2002 Bramblewood Drive 
Atlanta, Georgia 
Melrose 4-7589 








City Savings Bank and Trust Com- 
pany. W. L. Sebrell will serve as 
president, and B. Y. McCready will be 
board chairman. 


+ 


Robert Morris Associates have 
elected Fred E. Pike, senior vice- 
president of 
the Walker 
Bank & Trust 
Company, Salt 
Lake City, 
Utah, presi- 
dent of the or- 
ganization for 
1959. The elec- 
tion was held 
at the annual 
meeting of the 
Associates in 
Philadelphia in 
the latter part of September. Named 
first vice-president of the group was 


F. E. PIKE 


A. F. BOETTCHER G. K. CROWTHER 


Robert Morris officers 


Arthur F. Boettcher, vice-president 
and director, The Boatmen’s National 
Bank of St. Louis. Second vice-presi- 
dent is G. Kenneth Crowther, vice- 
president, Guaranty Trust Company 
of New York City. 


¢ 


The first grant under the National 
Association of Bank and Auditors 
doctoral research fellowship has been 
awarded to Ralph E. Skelly, a mem- 
ber of the accounting faculty at the 
University of Missouri. Mr. Skelly is 
doing a study on standard costs for 
commercial banks as part of his doc- 
toral program at the University of 
Alabama. 


7 


Earl S. MacNeill has retired as 
vice-president of the Irving Trust 
Company, New York City to become 
vice-president of the Merrill Ander- 
son Company, New York City. He 
will supervise the planning and crea- 
tion of will, estate and trust publica- 
tions. 


° 


Stanley M. Stalford, president and 
chairman of the board of Fidelity 
Bank, Los Angeles, and Alfred D. 
Stalford, president of Stalford & 
Company, Inc., mortgage bankers of 
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Have you a pension plan for your bank ? 


If not, we'll be glad to talk to you about setting 
one up. Not because a lot of young people these 
days—rightly or wrongly—ask about “security” 
when they come to you about jobs. But prima- 
rily because we know from our own pension plan 
experience that a sound program encourages a 


$2 offices— 
Serving more people more ways 


than any other Philadelphia bank 


Member Federa! Deposit Insurance Corporation 
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peace of mind among officers and staffs you can’t 
encourage any other way. 


We have an ideal plan, adaptable to banks of 
any size. It’s already working successfully for 
scores of our correspondents. Why not let us tell 
you about it? Just write, or phone our Corre- 
spondent Bank Division (LOcust 8-1700). Or if 
you're in town, drop in. 


The 


Banking and Trust Company 


Banking since 1782 


First Pennsylvania 
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ALUMINUM 


PORTABLE and STATIONARY 
COIN and CURRENCY CONTROL 


TELLERS 
EQUIPMENT 


NO. | TELLERS BUS EQUIPPED 
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VAULT STORAGE LOCKER 
EQUIPPED WITH THE 
STOKES SYSTEM COIN CONTROL 
Custom Builders of most any type desired 


of Portable Equipment. Advise us your re- 
quirements. Write today, Department CH 


peohk For 
THE STOKES SYSTEM 


5 TS 
POST OFFICE BOX 


CHARLOTTE 3, 


INC. 
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New York City, have acquired owner- 
ship of all the outstanding stock of 
the Institutional Mortgage Company, 
Bellflower, California. The purchase 
was made through the Gibraltar In- 
vestment Corp., a corporation con- 
trolled by the Stalfords. 


+ 


Major moves at the National Per- 
manent Savings and Loan Associa- 
tion, Washington, D.C., have placed 
R. E. Buckley as chairman, and John 
W. Stadtler as president. 


* 


Barney Howard, former executive 
vice-president of the Avon Citrus 
Bank, Avon Park, 
Florida, has 
joined the South 
Dade Farmers 
Bank, Homestead, 
Florida, as execu- 
tive vice-president 
and operating 
head of the bank. 
In other advance- 
ments, P. S. Vil- 
son was named 
vice-president, 
Miss Cecelia V. Harper was made 
cashier, and Mrs. Thelma T. McGar- 
rah was named assistant vice-presi- 
dent. 


B. HOWARD 


7 


Guy L. Honeycutt becomes board 
chairman of the Hood System Indus- 
trial Bank, Raleigh, North Carolina, 
succeeding Gurney P. Hood. 


* 


Gordon E. Areen has been elected 
executive vice-president in charge of 
branch operations at the Associates 
Investment Company, South Bend, 
Indiana. 


4 


General Motors Corporation, De- 
troit, has elected George Russell ex- 
ecutive vice-president—finance. Mr. 
Russell has been in charge of the 
corporation’s financial staff, and a 
director, since 1956, 


o 


New assistant vice-presidents at the 
J. P. Morgan & Co., Inc., New York 
City, are Sidney G. Butler and Nor- 
bert G. Leroy. 


* 


The first woman officer in the 71- 
year history of the Birmingham (Ala- 
bama) Trust National Bank is Mrs. 
R. L. Raum. She was named assistant 
trust officer. 


° 


Henry Schaub, assistant vice-presi- 
dent of the Merchants National Bank 
of Mobile, Alabama, has been named 
“Alabama’s Outstanding Young 


Banker”. The award was made at 
the third annual conference of the 
Junior Bankers Section of the Ala- 
bama Bankers Association. 


° 


The first woman to be appointed 
bank examiner for 
the New York 
State Banking 
Department in the 
past 26 years is 
Miss Claribel G. 
Rogan. Miss 
Rogan, a staff 
member of the 
Federation Bank 
and Trust Com- 
pany, New York 
City, for the past 
16 years, becomes the fourth woman 
examiner in the 107-year history of 
the department. 


MISS ROGAN 


& 


New vice-president at the Florida 
National Bank & Trust Company, 
Miami, is Clyde V. Hackney. 


¢ 


Murray F. Brown has been ap- 
pointed executive vice-president of 
the C. F. Childs and Company, Inc., 
New York City. 


° 


Named president of the First State 
Bank, Gladewater, Texas, is Quinton 
Abernathy. 


* 


New assistant vice-presidents in the 
investment department of The Bank 
of New York, New York City, are 
William E. Bachert and Norman N. 
Higgins. 

o 


Since the Bank of America, San 
Francisco, inaugurated its junior ad- 
visory council in 1944, Frank F. Risso 
has played a helpful part in the de- 
velopment of the council membership. 
Recently, past and present members 
of the council inked their signatures 
which were later embroidered in 


Table cloth memento 
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Meet Miss Marian F. Polk, the girl you elected 
Queen of America’s Drive-In Tellers 


From the trio of charming finalists gathered at the A.B.A. 
Convention, you elected Miss Polk winner of Mosler’s 
“Miss Drive-In Teller” Contest. 

Miss Polk is the first Miss Drive-In Teller in banking his- 
tory. She symbolizes the already great (and still fast 
growing) vitality of automotive banking in America. A 
teller at People’s National Bank, Rock Hill, South Caro- 
lina, Miss Polk receives an all-expense paid vacation for 


two in Cuba at the Habana Hilton, and a check for $500. 
We know the choice was difficult and appreciate the care 
you gave your ballot. While there can be only one queen, 
there were two runner-up princesses: Miss Marianne 
Mattsson of the South Bay Bank, Manhattan Beach, Cali- 
fornia and Mrs. Roberta Penney of Lubbock National 
Bank, Lubbock, Texas. 

Congratulations to all three ladies and their sponsors. 


World’s largest builders of safes and vaults. 


THE MOSLER SAFE CO. 


320 Fifth Avenue, New York 1, N. Y. 
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bright green silk thread on a table 

cloth which was presented to the 

president’s assistant-personnel on his 

45th anniversary with the bank. In 

the photograph on page 64, Mr. Risso 

is shown holding the treasured item. 
” 


Frank Hill has been appointed 
assistant manager 
of the _ interna- 
tional banking de- 
partment, Mel- 
bourne, of the 
Australia and 
New Zealand 
Bank Limited. He 
formerly served as 
sub-manager of 
the bank’s 394 
Collins Street, 
Melbourne. office. 
He succeeds J. R. L. Salisbury who 
has been named assistant chief ac- 
countant. 





° 


At the La Salle National Bank, Chi- 
cago, Harry E. Mertz has been ap- 
pointed vice-president and auditor. 
He joined La Salle National in 1956. 


5 


At the Broadway Savings Bank, 
New York City, F. Malcolm Hague 
has been named vice-president and 
treasurer, Franklin H. LaDue has 
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graph, 


been made vice-president and secre- 
tary, and Norman Ramsey has been 
advanced to vice-president and mort- 
gage officer. 

. 


New director of agencies for The 
Central National Life Insurance 
Company of Omaha, Nebraska, is 
Harold E. Stout. 


5 


Charles H. Mount has joined the 
National Bank & Trust Company, of 
Fairfield County, Stamford, Con- 
necticut, as vice-president. 

Sd 


Harry A. McDonald, former chair- 
man of the Federal government’s 
Securities and Exchange Commission 
and administrator of the Reconstruc- 
tion Finance Corporation, has been 
named president of the American In- 
vestment Life Insurance Company, 
Nashville, Tennessee. 

* 


Final approval is awaited on the 
proposed merger of the Citizens Na- 
tional Bank of Bradford, Pennsyl- 
vania, with The Bradford National 
Bank. The consolidated bank would 
be headed by H. W. Loveland, chair- 
man; R. R. Williams, president ; and 
C. V. Snader, executive vice-presi- 
dent. In the accompanying photo- 
officers of both banks are 








Study merger proposal 


shown reviewing the agreement. They 
are, left to right, Mr. Loveland, Mr. 
Snader, Mr. Williams, and Sterns 
Marshall, president of Citizens Na- 
tional, who will become a director of 
the consolidated bank. 

sd 


At the Huntington National Bank 
of Columbus, Ohio, John E. Steven- 
son has been elected board chairman 
and chief executive officer. 


. 


At the Emporia (Kansas) State 
Bank, Charles W. Wayman has been 
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P. O. BOX 581 
WOOSTER, OHIO 


bearing, smooth 
operating files are 
available in any size. ~ 
No waste space 
inside or out. 





RECORD FILES, INC. 


rey fey 


IN YOUR RECORD ROOM AND SAVE 
— BANK SPACE AND MONEY 


SAVE TIME — SPACE — INCREASE 
EFFICIENCY and SAVE MONEY 
with RFI STEEL RECORD FILES. 


Your Bank, like every other, 
collects records with each trans- 


action. A cluttered storage room 
of shelving and cardboard boxes 
is a costly waste of space and 
employee time that you can’t 


afford. 


Let RFI assist you in creating a 
clean, efficient file room with 


Nylo Glide files. 


RECORD FILES, INC. 
} .0. BOX 581 DEPT. B, WOOSTER, OHIO 


" Please send additional information. 
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named president, Earl James moved 
up to board chairman, and Robert F. 
Foncannon was made vice-president 
and cashier. 


° 


The Coral Gables (Florida) First 
National Bank has named John H. 
Peacock assistant vice-president in 
charge of the installment loan divi- 
sion. 

© 


The Texas Bank and Trust Com- 
pany of Dallas 
has elected Jean 
R. Johnson vice- 
president and 
trust officer. He 
will be in charge 
of Texas Bank’s 
trust department. 
Mr. Johnson was 
formerly with The 
American Na- 
tional Bank of St. J. R. JOHNSON 
Paul, Minnesota, 
and The First National Bank and 
Trust Company of Tulsa, Oklahoma. 


* 


Final agreement for the Union 
Trust Company of Maryland, Balti- 
more, to purchase the Reisterstown- 
Glyndon Bank is awaited from super- 
visory officials. The purchase would 
place the latter bank’s president, Wil- 
liam J. O’Meara, as director and ex- 
ecutive vice-president of Union 
Trust, and would make J. Edward 
Hewes, executive vice-president of 
the Reistertown-Glyndon Bank, vice- 
president. 


e 


A former senior examiner for the 
Federal Reserve 
Bank of Atlanta 
has joined the 
Union Trust 
Company, St. 
Petersburg, Flor- 
ida, as vice-presi- 
dent. He is Hugh 
A. Barrett who 
has been with the 
Atlanta Federal 
Reserve Bank H. A. BARRETT 
since 1938 and has 
also completed special assignments 
for the Federal Reserve Board in 
Washington, D.C. 

° 


Robert C. Haden has been elected 
president and Dr. John Ryan board 
chairman of the Casa Linda State 
Bank, Dallas, Texas. 


+ 


Stockholder approval is sought to 
merge the Union National Bank of 
Lenoir, the First Union National 
Bank, and the Bank of Lenoir, all of 
Lenoir, North Carolina. L. A. Dysart, 


November, 1958 











business 
in the 


ar 
East? 








oogemn 


Call on the bank that specializes in financing foreign trade. The 
“Hongkong Bank’s” 39 branches throughout the Far East are 
ready to give you current information on credits and conditions. 

Complete banking facilities in San Francisco and Los Angeles 
(through our California subsidiary) and the facilities of our New 
York agency can now put our 93 years’ experience to work for 
you in one call. 





The Hongkong and Shanghai 
Banking Corporation of California 


Member Federal Deposit Insurance Corporation 











SAMUEL J. H. FOX, PRESIDENT 
A subsidiary of the biggest British bank 
established by the Far East for the Far East 


SAN FRANCISCO: 80 SUTTER STREET 
LOS ANGELES: 212 WEST SEVENTH STREET (VAN NUYS BUILDING) 





The Hongkong and Shanghai Banking Corporation 
72 Wall Street, New York © Agent: B. P. Massey 
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president of Union National and C. C. 
Armfield, Jr., president of the Bank of 
Lenoir, would become senior execu- 
tive officers. of the new institution. 


* 


The Security National Bank, Alex- 
andria, Louisiana, has elected Quintin 
T. Hardtner, Jr., board chairman. He 
succeeds the late Judge J. W. Haw- 
thorn. 


5 


The promotion of David B. Irons 
to executive vice- 
president headed 
recent advance- 
ments at the First 
National Bank of 
Stuart, Florida. 
Mr. Irons has 
been with the 
bank since 1947 as 
vice-president. In 
other promotions, 
D. S. Hudson, Jr., 
has been made 
vice-president, and Dale M. Hudson 
has been appointed assistant vice- 
president. 





D. B. IRONS 


4 


Vice-president is the new title for 
John O. Cederberg at the Union Na- 
tional Bank, Newark, New Jersey. 


5 


Donald B. Moore has joined the 
Genesee Merchants Bank & Trust 
Company, Flint, Michigan as trust 
officer. 


5 


The Ridgewood (New. York) Sav- 
ings Bank has promoted Frank C. 
Ross to vice-president. 


e 


The Cottonport (Louisiana) Bank 
has elected Bascom Gremillion presi- 
dent, J. Darrell Chatelain cashier, and 
Albert Lemoine vice-president. 


° 


George A. Giek succeeds George E. 
Jennings as president of the Putnam 
County Savings Bank of Brewster, 
New York. Mr. Jennings has retired. 


@ 


New executive vice-president and 
board member of the Gulfgate State 
Bank, Houston, Texas, is Ed B. Lier- 
man, Jr. 


+ 


Warren F. Anderson has been 
elected president of the Peoples State 
Bank, American Forks, Utah. 


e 


Herbert R. Anderson has 
elected president of the National 
Association of Investment Com- 
panies. He is the president of Group 
Securities, Inc., New York City. He 


been 





succeeds Joseph E. Welch, executive 
vice-president of Wellington Fund, 
Inc., Philadelphia. 


e 


David G. Foulk has been elected 
vice-president of the William Iselin 
& Co., Inc., New York factoring firm. 


5 


E. F. March has been appointed to 
the newly-created position of vice- 
president-finance at the Midland-Ross 
Corporation, Cleveland, Ohio. 


o 


New auditor of the Belmont Na- 
tional Bank of Chicago is William D. 
Thorpe. 


& 


The Wilmington (North Carolina) 
Savings & Trust Company has named 
Frederick B. Graham president. 


° 


At the Florida National Bank, Key 
West, J. J. Pinder has been elected 
president. 


Sf 


James R. Mann has been elec- 
ted vice-president of the Bank of 
Orangeburg, South Carolina. 


e 


Frank Baker has been appointed 
cashier and manager of the banking 
and legal department at the American 
Machine & Foundry Co., New York 
City. 

* 


Minnesota’s Governor Orville L. 
Freeman recently received a briefing 
in electronics at the Olmsted County 
Bank & Trust Company, Rochester, 
Minnesota. Bank officers put their 
new electronic bookkeeping machine 
through its paces for the governor 
who was visiting the city with state 
department officials. In the picture 
below, Gov. Freeman, left, reviews 
check posting with John D. Chisholm, 
vice-president of the bank. 


Governor reviews automation 
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discusses the question 
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“‘All banks have a very definite responsibility to the 
community. People have placed their trust in us and 
we must therefore use every known means of protect- 
ing their resources. Certainly any method should 
include provision for adequate internal controls. 


“Inherent risk in dealing with cash and securities 
must be recognized. External protection is given by 
vaults, time locks, burglar alarms, careful planning 
and caution in receiving and paying cash. Internal 
protection deserves the same careful consideration. 


“Temptation should be reduced to a minimum. It 
has been said that embezzlers are made, not born. 
Too many banks allow their employees to be tempted. 
It is good management and simple justice to our em- 
ployees to maintain adequate internal controls. 


‘‘Adverse publicity hurts everyone connected with 
a bank and deals a blow to its Public Relations Pro- 
gram, however good it may be. In my opinion, those 
in charge of internal security are as important to 
Public Relations as any public contact person. 


“They say Public Relations begins at home and 
diligent and competent internal security can well be 
the basis of a successful program.” 


INA'S PORTFOLIO OF PROTECTION FOR BANKS 


with the Card-it Bank Audit Plan will 
help your bank follow Mr. Oberlin’s sug- 
gestions. For details ask any agent of the 
Indemnity Insurance Company of North 
America, a leading underwriter of Bankers’ 
Blanket Bonds and the company which 
allows premium credits for approved audits, 


INSURANCE BY NORTH AMERICA 


INDEMNITY INSURANCE COMPANY OF NORTH AMERICA - 
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AMERICAN TRUST COMPANY 


San Franctsco 


Statement of Condition, September 30, 1958 
RESOURCES 


Cash on Hand and in Banks $ 282,137,413.24 
U. S. Government Obligations 477,738,293.52 
State, County and 
Municipal Bonds 
Other Bonds and Securities 
Stock in Federal Reserve Bank 
Loans and Discounts 
Bank Premises and Equipment 
Other Real Estate 
Customers’ Liability 
under Acceptances 
Accrued Interest Receivable 
and other Assets 


LIABILITIES 


$1,611,690, 130.84 
662,723.86 
14,911,982.99 
20,127,504.88 
5,446, 138.32 


Deposits 
Acceptances Outstanding 


91,835,458.88 Reserve for Unearned Discount 
28, 153,535.70 
3,000,000.00 
850,810,597.27 
" 18,507,579.90 


1.00 


Reserve for Interest, Taxes, etc. 
Other Liabilities 
Capital Funds: 


Capital Stock 
($10.00 par value) $27,812,500.00 


Surplus 72,187,500.00 
14,969,041.50 Undivided Profits 14,952,922.38 114,952,922.38 
$1,767,791,403.27 Total Liabilities $1,767,791,403.27 


United States Government and other securities carried at $223,277,585.72 are pledged to secure U. S. Government 
Deposits, other public funds, trust deposits, and for other purposes as required or permitted by law. 


639,482.26 








Total Resources 





FRAZER A. BAILEY 
San Francisco 
WAKEFIELD BAKER 
President, Baker & Hamilton 
KENNETH K. BECHTEL 
Chairman of the Board 
Industrial Indemnity Company 
COLBERT COLDWELL 
Coldwell, Banker & Company 
PETER COOK, JR. 
Rio Vista 
RANSOM M. COOK 
Senior Vice President 
PAUL L. DAVIES 
Chairman of the Board, Food 
Machinery and Chemical Corporation 
CHARLES ELSEY 
San Francisco 
B. R. FUNSTEN 
President, B. R. Funsten & Co. 
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MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


OFFICES 


DIRECTORS 


HENRY Q. HAWES 
Senior Vice President 
McCann-Erickson, Inc. 
WILLIAM L. KEADY 
President, Fibreboard Paper 
Products Corporation 
HARRIS C. KIRK 
President 
J. R. KNOWLAND 
Publisher, Oakland Tribune 
DANIEL E. KOSHLAND 
Chairman of the Executive Committee 
Levi Strauss & Company 
ROGER D. LAPHAM 
San Francisco 
JAMES K. LOCHEAD 
Piedmont 
DONALD MACLEAN 
President, California and Hawaiian 
Sugar Refining Corporation 
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J. W. MAILLIARD, III 
Vice President 
Mailliard & Schmiedell 
DONALD H. McLAUGHLIN 
President, Homestake Mining 
Company 
ROBERT W. MILLER 
Chairman of the Board 
Pacific Lighting Corporation 
GEORGE G. MONTGOMERY 
President, Kern County 
Land Company 
HERMAN PHLEGER 
Brobeck, Phleger & Harrison, 
Attorneys 
ALLAN SPROUL 
Kentfield 
MARK R. SULLIVAN 
President, The Pacific Telephone 
and Telegraph Company 
BEN F. WOOLNER 
Attorney 


SERVING NORTHERN CALIFORNIA 


MEMBER FEDERAL RESERVE SYSTEM 
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CANADIAN BANKING 








Historical Booklet 


A brief history of Canadian bank- 
ing is contained in a new 28-page 
pocket-size booklet put out by the 
Canadian Bankers’ Association. The 
booklet has been distributed widely 
through all Canadian banks and sent 
to all Canadian schools. The book- 
let deals with the growth of the 
Canadian banking system and its 
daily operations. 

The brief history points out that 
the first branch bank in Canada was 
opened in Quebec City in November 
1817, and that on June 30, 1958 
there were 4,603 branches of the 
nine chartered banks in Canada, 151 
in 18 other countries and in 8 Brit- 
ish West Indian territories. 

Statistically, this branch banking 
system means that there is “a domes- 
tic branch of a chartered bank for 
every 3,700 Canadians. The compar- 
able figure for Great Britain is one 
for every 4,000 and for the United 
States, including unit banks and 
branches, one for every 8,200,” ac- 
cording to the booklet. 

The history points out that when 
Canada became a nation in 1867, 
control of the banks and banking was 
assigned to federal jurisdiction. The 
Canada Bank Act of 1871 has been 
kept up to date with a series of par- 
liamentary revisions, usually 10 
years apart. 

The booklet, which can be ob- 


Details banking’s growth 
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By JAMES MONTAGNES 


William Dixon, right, supervisor of the new consumer credit department shows 
coupoa book to assistant supervisors Hugh Kinsman, left, and Bill Lawson 


Bank of Nova Scotia sets up complete small loan service 


tained without charge from any 
Canadian bank or the Canadian 
Bankers’ Association, Montreal, ex- 
plains that the nine Canadian banks 
are privately-owned, with 84,747 
shareholders registered at the begin- 
ning of 1958. Of these, 65,477 were 
Canadians owning 72.09 per cent of 
the shares. More than 90 per cent of 
all bank shareholders have 500 
shares or less, indicating the wide 
diffusion of bank ownership. 

The booklet reports that there are 
some 11,000,000 deposit accounts in 
Canada’s banks, with 9,229,000 being 
personal savings accounts. Total 
Canadian deposits at the beginning 
of this year amounted to $11 billion, 
of which personal savings accounts 
totalled $6 billion and current ac- 
counts $4 billion. The remainder is 
in government and other types of 
accounts. 

ae ~ o 


Instalment Loan Program 


A complete consumer loan and in- 
stalment service has been started 
by the Bank of Nova Scotia. To be 
known as the Scotia Plan, it provides 
for three types of loans: on signa- 
ture alone, on automobiles, and on 
home furnishings. The new loan 
service’ was made possible by revi- 
sions in the Canada Bank Act in 
1954, permitting banks to make 
loans on chattel mortgages. 

In announcing the new service F. 
William Nicks, vice-president and 
general manager of the bank, stated 


that “We have given considerable 
study to the need, in a growing 
economy, for an expanded consumer 
credit service. Wise borrowing is 
part of good money management; 
and this new program, which we be- 
lieve is the most comprehensive of 
its kind to be offered by a Canadian 
bank, will make low-cost loans avail- 
able for any worthwhile purpose.” 

To operate the Scotia Plan, a sep- 
arate consumer credit department 
has been created by the bank. A 
special staff has been trained for the 
operation, with at least one lending 
officer at each of the 500 branches. 

The bank’s market research indi- 
cated that there was a need for this 
type of bank credit. It had been 
planned to start the service a few 
years ago, but the tight money situa- 
tion at that time necessitated a de- 
lay. The bank also found that the 
growth of finance companies in Can- 
ada demonstrated a real need on the 
part of the public for this type of 
instalment lending. 

Under the Scotia Plan, borrowers 
will be protected by life insurance at 
no extra cost. Charges for interest 
and all services will be $6.38 per $100 
loan, repayable over a year. Loans 
will be made up to $5,000, with re- 
payment in equal monthly instal- 
ments over six, 12, 18 and up to 36 
month. The bank will allow a cash 
bonus, which works out to about one- 
half of one per cent of the total loan, 
for prompt repayment. 

While farm improvement loans 
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and home improvement loans exist 
under government guarantee, the 
farmer, lumberman, fisherman and 
home owner may make supplemen- 
tal loans under the Scotia Plan, and 
if necessary, repay these on an ir- 
regular or seasonal basis. 

Bank officials in charge of the 
Scotia Plan have been taking special 
courses at the School of Consumer 
Banking at Washington, D.C., in 
preparation for the new service. 
They, in turn, have been training a 
staff to handle the loans. 


° 5 ° 


Forecasts for 1983 

A large box in the safety deposit 
vault of the head-office of the Cana- 
dian Bank of Commerce is to be 
opened in 1983 to see how 1958 fore- 
casts check with developments at 
that time. A duplicate of the con- 
tents of this safety deposit box are 
sealed in a copper box placed in the 
cornerstone of the new Canadian 
headquarters of the New York Life 
Insurance Company at University 
Avenue and Dundas Street, Toronto. 

For the opening of its new Cana- 
dian headquarters the New York 
Life Insurance Company conducted 
an essay contest among Canadian 
university and high school students. 
Winner was 18-year-old Marielle 


Winning essays go into storage 


Tetreault of Stanstead, Que., shown 
above with F. A. Wade, left, New 
York Life, and Keith B. Smith, 
assistant general manager, Canadian 
Bank of Commerce. 


a e ° 


Introduce Automation 
To Account Handling 

Four Canadian banks have in- 
stalled electronic bank bookkeeping 
machines to speed up handling of 





For Your Clients 


ANADIAN 


Patent, Copyright 
and Trademark... 


regulations are outlined in “Your Guide to Busi- 
ness in Canada,” just published as a service to 
American executives by Canada’s First Bank. 
Many other essential subjects, including Canadian 
taxes and company formation, are discussed. 


This booklet is one of a number of B of M publi- 
cations which may help you render broader ser- 
vice to your Canadian-minded customers. For a 
free copy write on your bank letterhead to our 
nearest U.S. office or to the Business Develop- 
ment Department, Head Office, Montreal. 


Canada's First Sank Coast-to- Coast 
BRANCHES IN ALL TEN PROVINCES 
District Headquarters: 
Halifax, Toronto, Winnipeg, Calgary, Vancouver 


NEW YORK: 64 Wall St. 


SAN FRANCISCO: 333 California St. 


CHICAGO: Special Representative’s Office, 141 West Jackson Blvd, 


Head Office: Montreal 


750 BRANCHES IN CANADA, U.S., GREAT BRITAIN AND EUROPE ° 


RESOURCES EXCEED $3,000,000,000 
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current accounts. First machines 
were installed in September at the 
main Toronto branch of the Toronto- 
Dominion Bank, and later at the 
main Toronto branches of the Im- 
perial Bank of Canada and the Bank 
of Montreal, and at the main Mont- 
real branch of the Bank of Nova 
Scotia. 

The Canadian banks plan a variety 
of uses for the machines. In addition 
to handling the current account 
bookkeeping in major branches, the 
banks are studying the possibilities 
of using the machines in large cen- 
ters to do the bookkeeping of a num- 
ber of branches in the area. In 
smaller cities the banks hope to use 
the machines to do all the bookkeep- 
ing of their branches within each 
city’s area. It is estimated by the 
Toronto - Dominion Bank officials 
that 10 of these machines, working 
on a double shift, could handle the 
bookkeeping needs for all of its 120 
branches in the metropolitan Toronto 
area. 

The machines will eventually also 
be used for savings and personal 
checking account bookkeeping. 
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Gift Money Order 


A special bank gift money order, 
with appropriate envelope, has been 
prepared by the Bank of Nova 
Scotia. The money order is similar 
in size to other bank money orders 
but carries special printing on it 
noting its purpose and has a fold- 
over cover with good wishes and 
name of donor. First one to be is- 


Hot off the press 


sued at the Toronto main office of 
the bank was to Mr. and Mrs. Stuart 
MacDonald of Toronto by Mr. Mac- 
Donald’s father, a production crafts- 
man at the plant where the money 
orders were printed. 
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Large Branch Opens 
Largest branch of the Bank of 
Montreal opened in Canada this year 
was the new City Hall branch in 
London, Ontario, that was opened 
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City Hall Branch, Bank of Montreal, 
London, Ontario 


Replaces old landmark 


in mid-September. The new branch 
is located on the site of the former 
branch which was demolished a year 
ago. 
The three-story building has a 
. 62-foot tower marked with the name 
: of the bank and a big clock. The 
banking room is two stories high and 
| has a large expanse of window. Full 
length drapes are used on all the 
windows. The outside of the build- 
ing is limestone with marble trim. 


* ° e 


Management Changes 
S. H. Dalgliesh has been appointed 
supervisor of branches of the Royal 
Bank of Canada in the West Indies, 
succeeding H. A. Channell, super- 
visor since 1954, who has retired. 
Mr. Dalgliesh has been assistant 
supervisor for the past year, and will 
take over supervision of the growing 
number of branches in that area. He 
will headquarter at Port of Spain, 
Trinidad. He joined the bank in 
1930 at Georgetown, British Guiana, 
and has occupied various posts 
throughout the West Indies branches 
of the bank. 
] J. W. Powell, manager of the main 
branch of the Royal Bank of Canada 
at Montreal, has been appointed su- 
pervisor of the bank’s branches in 
the provinces of Quebec and New 
Brunswick and in eastern Ontario. 
He joined the bank in 1932 at To- 
i ronto and has been at various 
branches in Ontario and Quebec 
provinces. He is succeeded at the 
Montreal main branch by W. D. H. 
f Gardiner. 
C. L. Walker, for the past three 
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ig vears assistant general manager of 
a the Royal Bank of Canada in To- 
a ronto, has been appointed assistant 
y general manager of public relations 
at the bank’s head-office in Montreal. 
He joined the bank in 1928 and has 
served in many branches. 
f Mr. Walker is succeeded at the 
Toronto post by D. 8S. Anderson, who 
- has been an assistant general man- 
4 ager at the Montreal headquarters. 
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UNDERRATED 


Impressively finished in gleaming stainless and 
satin polished steel, this coups 34” Anti-Blowpipe 
Vault Door has never been defeated. 

CHUBB security is specified by bankers in North 
and South America and all over the world. 

There are cHuBB factories in England, Canada, 
Australia and South Africa, and agents in all 
principal countries. We will gladly give you 
further details. 





Sales and service from :— 


CHUBB 


CHUBB & SON’S LOCK AND SAFE CO. LTD. 





175-176 Tottenham Court Road, London, W.1. 


577 Oxford Street, Toronto 14, Ontario, 




























































































THE BOOKLET COUNTER 








Recession and Recovery .. . 
While the 1957-1958 decline has 
halted, improvement will be moderate 
and gradual, reflecting the end of 
inventory liquidation, better demand 
for non-durable goods and services, 
and increased purchases by both 
Federal and local governments, ac- 
cording to this factual 32-page study. 
Profusely illustrated, it outlines vari- 
ous negating factors such as a con- 
tinued decline in capital expendi- 
tures, the unlikelihood of a major 
housing boom, and no significant rise 
in durable goods production or 
exports. The author distinguishes 
between the basic and temporary 
causes of inflation to give a complete 
picture of what can be expected in 
the immediate future with regard to 
the nation’s economy. 


Hints on Tipping . . . Bankers 
will find this six-page brochure quite 
helpful. It lists the common rules for 
tipping, as well as standard practices 
followed for waiters, red caps, taxi 
drivers, etc. The minimum amounts 
of tips; when to exceed the accepted 
standards; and other hints are given 
in this humorous offering. 


Mortgage Handbook for Cus- 
tomers... . Here is an excellent 12- 
page handbook for potential home 
buyers. It explains various facts 
about deeds, mortgages, etc. The 
types of mortgages, prepayment priv- 
ileges, escrow funds and other terms 
are described. The booklet also con- 
tains a simple check list of traits 
that are common to good mortgage 
customers. In limited supply, the 
booklet could serve as an excellent 
reference for banks considering sim- 
ilar literature. 


Facts About Wills . . . This 10- 
page offering provides an excellent 
example of what can be done to boost 
trust activities. It outlines the ad- 
vantages of having a will and de- 
scribes the part a bank plays in such 
a matter. The low executor charge for 
handling the estate, the role of the 
insurance man and the lawyer are 
also explained. Of particular interest 
is a section describing the bank’s 
trust department clients, many of 
whom have total estates valued under 
$50,000. 


Guide to Remodeling . . . Opera- 
tions teams, considering the remodel- 
ing of their headquarters of branch 
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Weighs the opposing forces 


offices will find some interesting ma- 
terial in this study. It shows what has 
been done to modernize other finan- 
cial institutions. The 28-page booklet 
contains a series of case histories. 
showing before and after photos of 
the transformations made in the 
quarters at both large and small 
banks. Supporting text reveals the 
problems encountered and what steps 
were taken to modernize completely 
the projects that have been set forth 
as examples. 


Consumer Finance ... This 
annual survey of the consumer credit 
and consumer finance field contains 
a great deal of information about this 
$44.8 billion industry. The typical 
borrower, the size of the average 
loan, and discussions on overall debt 
are covered in the 28-page booklet. 
The expenses and profits of consumer 
finance organizations are also treated. 
A directory of state consumer finance 
associations and a bibliography of 





These booklets are available upon 
request, free of charge or obliga- 
tion, under an _ arrangement 
whereby the requests are referred 
promptly to the producers. Sim- 
ply address requests on bank or 
company letterhead to 


Booklet Editor 
Burroughs Clearing House 
Detroit 32, Michigan 











consumer finance texts and reference 
books are among the other points of 
interest. 


Gas Primer ... A broad outline 
of the history and development of the 
gas industry is contained in this 
28-page booklet. Written in non- 
technical language, it covers the gas 
fields in the rich Arkansas Valley 
region, pointing up trends and possi- 
bilities for the future. A modern gas 
lease and the implications of “royalty 
clause,” “drilling and rental,” and 
other terms are explained. Of par- 
ticular interest is a supplementary 
glossary of terms, which explains the 
special connotations given to common 
words like “fishing,” “Christmas 
tree,” “roughneck,” etc. 


Trucking Today . .. This 56- 
page booklet offers the financial offi- 
cer the latest information on truck 
production, sales and registrations. 
Most of the material is broken down 
to show totals by states and several 
tables include world-wide statistics. 
Major uses and export markets for 
trucks are given, as well as informa- 
tion on the various commodities that 
are primarily hauled by trucks. The 
statistical breakdowns are quite illu- 
minating, revealing the major role of 
the truck in our economy. 


Visualization Made Easier . . . 
Step-by-step directions for making 
office layouts, and organization and 
flow charts are contained in this 32- 
page offering. It provides the reader 
with illustrations of over 550 pres- 
sure-sensitive tapes of various sizes 
and colors, and patterns for making 
graphs, map overlays, slides and 
other presentations, Many other aids 
are shown, including adhesive- 
backed pictographs, office furniture 
templates, work flow and data proc- 
essing symbols, and newspaper and 
advertising borders. 


Vault Interiors Various 
means of utilizing vault space to best 
advantage are described in this 
folder. It outlines the basic require- 
ments for trust operations and shows 
several types of removable trays, 
cupboards, and document file drawers 
that are being used to store stocks, 
bonds and operating data. The use of 
oversize equipment and other types 
of removable inserts for custom- 
designing of more efficient vaults and 
drawers are also discussed in this 
informative offering. 
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From App.e to ZesrRA ... Chances are the 
credit information you may need on California 
individuals and concerns is on file in our Central 
Credit Department. 


From A to Z, this information is up-to-date and 
consolidated now at our Administrative Headquar- 
ters. Information is fed to these files by our more 
than 70 banking offices throughout Northern and 


Administrative Headquarters: 1 Montgomery Street, San Francisco 20 


Assets over $1,600,000,000 * Capital funds over $115,000,000 


Central California, and by our correspondent banks 
strategically located around the globe. 


For rapid service, Crocker-Anglo maintains one of 
the most advanced inter-branch and intra-bank 
communications systems in the banking world. 


Another reason banks and bankers like the way 
Crocker-Anglo does business. 


CROCKER-ANGLO 


NATIONAL 


BANK 


Member Federal Reserve System * Member Federal Deposit Insurance Corporation 


® 
Cebfornias Oldest Mational (Bank 
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COURT DECISIONS 








By FREDERICK C. FIECHTER, Jr. 


Member of the Bar of Pennsylvania and of Florida, 
and admitted to practice before the Supreme Court of the United States 


Supervisory Powers 

The United States Court of Ap- 
peals, Fifth Circuit (Florida) re- 
versed its District Court to support 
the Federal Home Loan Bank Board’s 
right to exercise its statutory func- 
tions. 

The complaint alleged illegal con- 
duct, fraud and duress by the Bank 
Board in inducing the resignation of 
former directors who were under 
indictment and compelling the elec- 
tion of new directors. The represent- 
ative of the Bank Board had in- 
formally demanded that the Federal 
Savings and Loan Association direc- 
tors clean house of those who were 
under indictment and elect new di- 
rectors. The Court held that this 
was not an abuse of the Board’s 
statutory powers and discretion. 

The stockholders admitted that 
they had not yet tendered a request 
for a stockholder’s meeting supported 
by the percentage of stockholders 


required under the by-laws. Before | 


the defendants had filed answers and 
without taking evidence, the lower 
court-had granted a preliminary in- 
junction awarding the plaintiffs all 
of the relief which they sought. 

The Circuit Court found no fraud 
or duress on the part of the Board 
and said: “Congress has provided the 
Board with authority to make policy, 
including rules and regulations for 
the organization, incorporation, ex- 
amination, operation, supervision 
and regulation of the associations. 
... Further, provided are powers for 
the Board to enforce its rules and 
regulations. According to the statute 
the Board can submit a _ written 
notice of a violation to an associa- 
tion, conduct a full hearing, decide 
the issue, and then appeals lie as 
provided by the Administrative 
Procedure Act 5. Pursuant to its 
statutory grant the Board has 
adopted comprehensive rules and 
regulations concerning the powers 
and operations of every federal sav- 
ings and loan association from its 
inception to its dissolution. ... When 
a governmental agency holds such 
great powers over its offspring, even 
to the point of appointing a con- 
servator or receiver to replace the 
management, it is difficult to hold 
that an informal request, even de- 
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mand, to clean house would amount 
to an abuse of the statutory powers 
and discretion of the agency.” 

— — — Federal Savings & Loan 
Assn. v. Callander, 256 F.2d 410 
(1958) 
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Entireties Bank Account 
Where a husband and wife own a 
bank account and the husband with- 
draws funds for his separate use, 
his wife, is entitled to have the 
property partitioned along with other 
property held by them, ruled the 
Supreme Court of Pennsylvania. 
Four savings accounts were in the 
joint names of the parties. Some of 
the funds withdrawn were deposited 
in the name of the defendant hus- 
band, subject to a tentative trust 
for one of the children. The court 


pointed out that it need not consider 
whether an irrevocable gift to the 
child would be proper because under 
the tentative trust the entire fund 
could be withdrawn by the husband 
for his own use. 

It added that there need not be an 
improper withdrawal from each ac- 
account which was partitioned.: All 
that was necessary was an improper 
withdrawal or use of any entireties 
property to give the other spouse the 
right to have all of the entireties 
property partitioned. 

The court alluded to another Penn- 
sylvania case which stated: “Where 
both husband and wife have the 
power to withdraw funds deposited 
in a joint account, the power must 
be exercised in good faith for the 
mutual benefit of both, and cannot 
be rightly exercised by the fraudu- 
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THE CHECKBOOK COVER WITH THE SLIDE-IN CLIP 


CUSTOMERS LIKE IT! 
YOU SAVE THRU — 
Lower filler costs 
Royal Vinyl durability 
One piece construction 


DURA-GRIP IN 


ROYAL VINYL 


FLAT STYLE COVER 
This increasingly popular cover provides for 
standard ABA filler and separate register 


SHADES 


of Maroon Brown Black 


Blue Green 






record.— Compact, neat, good looking. 


Ask your distributor or write 





BOOK COVER CO. 


Serving banks for over 40 years 
830 Traction Ave. + Los Angeles 54, California 


*U.S. Patent No. 2,488,823 
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The 
buyer 
Owns it 
now... 


When your customers ship, 
title passes, and their credit risk begins 


At the time of shipping, your customers create an account receivable... 
and unless they have credit insurance . . . their insurance protection 
ceases. They lose control of the asset because title of the merchandise 
has passed. It is sound to insure the product while they own it. It is 
equally sound to insure it when the buyer owns it . . . and owes them 
for it. 


American Credit Insurance is an important 
factor in making commercial loans because 
the bank can be included as a named assured. 


We have prepared a booklet discussing credit insurance from the 
banker’s angle. If you’d like a copy please write AMERICAN CREDIT 
INDEMNITY CompPpaANy of New York, Dept. 49, 300 St. Paul Place, 
Baltimore 2, Maryland. 


Providing added protection on commercial 
loans is a valuable function of 


American 
Credit Insurance 


ANY ACCOUNT...NO MATTER HOW GOOD...IS BETTER WITH ACI 
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lent withdrawal of the funds for the 
exclusive use of one . . . When the 
wife attempted to withdraw more 
than one-half of this fund, or any 
of it, from the bank and use it for 
her individual purposes, she violated 
the terms of the entirety agreement.” 

Stock which the husband pur- 
chased in his wife’s name was de- 
clared to be hers and not partion- 
able on the basis that it was a pre- 
sumed gift to her, even though the 
husband cashed most of the divi- 
dends earned by the shares. Simi- 
larly, Federal government bonds 
bought by him and put in his wife’s 
name were considered hers. 
Watkins v. Watkins, 393 Pa. 284 
(1958). 
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Conditional Acceptance 
Premium Note 

The Supreme Court of Georgia 
allowed a bank to recover on notes 
transferred to it before maturity on 
the ground that they were negotiable 
even though it knew they were given 
in payment of insurance premiums 
to the agent of the insurer. In so 
holding. the higher court reversed its 
Court of Appeals. 

Each note was captioned “CON- 
DITIONAL ACCEPTANCE PRE- 
MIUM NOTE,” but the Court held 
that attention must be paid to the 
language in the body of the notes as 
well as to the title. Each stated “that 
if any of these notes are not paid 
when due that Morgan and Morgan 
Insurance Agency reserves the right 
to declare all unpaid notes due and 
immediately cancel all policies in 
connection with which these notes 
are given in settlement of premiums. 
It is further agreed that all unearned 
premiums by reason of any such 
cancellation shall be the property 
of Morgan & Morgan Insurance 
Agency.” On the back of the notes 
appeared the name of an insurance 
company and a policy number. But 
the notes did not make the promise 
to pay conditional nor did they con- 
tain any order or promise on the 
part of the maker to do any act in 
addition to the payment of money. 

“That the plaintiff had knowledge 
of the consideration of the notes did 
not carry with it any notice of the 
failure of consideration nor was the 
bank bound to make inquiry as to 
whether the consideration had or 
would fail.” 

Failure to inquire of the insurer 
as to the authority of the agent to 
take the notes of the insured in pay- 
ment of insurance premiums was 
held not to constitute bad faith under 
the negotiable instruments act, since 
it was merely a mistake of judgment. 

To constitute bad faith by a pur- 
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You won't find it in the dictionary... 
or at any other bank 











You'll find it only at Union Bank, where Money Engineering was 








conceived and developed. To our correspondents throughout the 











world, Money Engineering means speed of transit service calcu- 








lated in minutes, not miles. Discover how Money Engineering can 





bring new efficiency to the clearing of your Southern California 
transit items. Call, write or wire today. 
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chaser of a negotiable instrument 
before maturity, he must have 
acquired it with actual knowledge of 
its infirmity or with a belief based 
on the facts or circumstances as 
known to him that there was a de- 
fense or he acted dishonestly. 

Citizens & Southern National Bank 
v. Johnson, 104 S.E. 2d 123 (1958) 


So 4 Sd 


IDEA ROUND-UP 


CONTINUED FROM PAGE 43 


the neighborhood or housewife level. 

Other bankers reported making 
good use of “blitz” campaign tech- 
niques, in which a team of officers 
intensively canvasses an entire dis- 
trict, often with the branch manager 
in that area. 

Lloyd Leider, vice-president, First 
National Bank, St. Paul, Minnesota, 
said his bank was obtaining excel- 
lent results in its call program. The 
bank assigns its 10 most important 
accounts and 10 most wanted pros- 
pects to the top two men in the bank 
and two members of the business 
development department. Its other 
accounts are given to its other of- 
ficers in similar way, better accounts 
to higher ranking officers, and so on 
down the line. The business devel- 
opment officers keep track of the call 
program by helping all officers with 
strategy, leg work, and calls. 

The No. 1 team, Mr. Leider added, 
sets the pattern on what should be 
done by the other teams. Once each 
six months, the president calls upon 
the several team captains to give 
detailed reports on the activities of 
their team and outline how they 
were able to get the new business, the 
techniques that they used, and how 
they have been following their ac- 
counts. The team captain outlines 
the number of meetings his team has 
had, the total deposits involved in 
the accounts under his supervision, 
the total loans, and what his forecast 
for his team is, in the way of addi- 
tional balances for the next six 
months, additional new business 
from prospects, and a general com- 
parison with the same period of a 
year before. 

The business development officer 
must understand and know how to 
keep meetings informative and inter- 
esting, said Joe H. Davis, vice- 
president, First National Bank, 
Memphis, Tennessee. He must com- 
mand the attention of the entire 
group. On his ability to meet this 
challenge rests the success of such 
meetings, which should cover new 
accounts, and important calls made 
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with the Burroughs Imprinter... 


Seeeeeeseeesesesseseee | 


THE BEST TONIC 
HAND SORTING 
EVER HAD | 


Just watch the checks fly by when that Burroughs 
Imprinter goes to work for you. It’s designed to 
bring you new standards of speed and accuracy 
in check sorting and filing. It practically elimi- 
nates missorts and misposts; saves you time and 
money, too. 


And here’re some bonus advantages of the | 
Burroughs check imprinter: 
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e Ina matter of minutes, your operator can turn 
out a bound book of imprinted checks. 


e You can open up new accounts, fill emergency 
orders, or imprint deposit tickets handily. 


e Customers are pleased when you offer personal 
checks while they wait. 


e AND the Burroughs Imprinter can be modified 
on the bank’s premises to handle the magnetic- 
character encoding of checks and deposit slips 
as approved by the ABA—speeding that all- 
important first step of bank automation, 
account numbering. 


The Imprinter, made by Burroughs’ Todd 
Division and serviced through Todd’s nation- 
wide service organization, is built for heavy-duty 
precision imprinting. It’s made by people who 
design and manufacture checks . . . the people 
who know the business! There’s more that’s 
worth knowing, and there’s no time like now to 
discover all the facts. Just call your nearby Todd 
office. Or write— 


THE TODD COMPANY DIVISION, ROCHESTER 3, NEW YORK 
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QUALITY 


The DOWNEY CHANGE TRAY 


THE NEW WAY 


» ++ for QUICK, ACCURATE 
handling of loose coins 


Tray holds 10 coins each of pennies, nickels, 
dimes, quarters, halves, in each of 68 staggered 
pockets, making possible the giving out of change 


THE OLD WAY 


quickly and accurately. Figures on border desig- 
nate denominations of coins in pockets. In 3 styles: 
1--mounted on pedestal; 2-- fitted with rubber 
bumpers for counter use; 3--mounted on short 
legs, arranged for nesting with other trays. Tray, 
made of cast aluminum, measures 12%” x 9”. 
A big time saver. 


FIle COIN PACKAGING TRAY 


For use with tubular wrappers. Facilitates filling 
tubular wrappers in the following manner: Lay 
coins in tray, sloping forward. Then open tubular 
wrapper and engage coins at front of tray. Then 
push coins into wrapper. Keep rear end of wrap- 
per covered with finger. Made of wood or steel 
depending on the availability of material. A very 
handy item. 





Tre CURRENCY RACK No. 2 


facclitates cashing of checks. 


This device holds a moderate amount of bills of 
varying denominations rendered available for quick 
handling. Cashing of checks made quick and easy. 
Aluminum Base, 6% inches square. Nickeled posts 
are 7 inches high with counterweights. 
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They are made to ‘‘deliver the 
goods.”’ Made of 8-point weight, 
size 23’’ x 6%"’ with ‘‘Register’’ 
stub. Style No. 2 same size but with 
blank stub for desired copy. Style 
No. 3, 23'’°x3%"" without stub. Rein- 
forced eyelet extends to end of tag. 
Printed in red and black. Bank im- 
print included in price. 


The C. L. DOWNEY CO. 





HANNIBAL, MISSOURI 


FOR FULL INFORMATION 








during the week. Complaints should 
be aired, case histories studied, bet- 
ter selling techniques discussed, and 
policy matters as they pertain to 
business development gone over, Mr. 
Davis added. 

The real key to a program of this 
type, he continued, lies in the back- 
ing of top management. If the chief 
is sold on it, the entire staff will 
think more of it and give it more 
support. 

Many different methods or ap- 
proaches were cited in the officer 
call discussions, but one noteworthy 
point was that all the banks repre- 
sented appeared to be making some 
calls, whereas, 10 years ago this was 
not true. Also, the banks generally 
are attempting to train the caller to 
be more proficient and productive. 

To help in this end, F.P.R.A. has 
just released a new film “Eyes on 
New Business.” Its purpose is to 
make the bank’s officer staff more 
salesminded. The running time of 
this color film is 15 minutes. It is a 
35 mm. sound slidefilm that is cut 
for both automatic and manual op- 
eration. 

Priced at $60, it demonstrates the 
rewards and growth which come 
from selling, and shows the inner 
drive needed to make officers sales- 
minded. 


Selling Checking Accounts 

Since banks have less competition 
for checking accounts than for most 
other services, insofar as other types 
of financial institutions are con- 
cerned, it was recommended that 
they make every effort to expand this 
customer activity and use the check- 
ing accounts as feeders for other 
kinds of business. 

On the important question of how 
to sell checking accounts, many sug- 
gestions were made by John P. An- 
derson, the F.P.R.A.’s new third 
vice-president. He noted that premi- 
ums or gifts for this purpose do not 
seem to pull as effectively as in the 
case of savings accounts, but that an 
exception to this appears to be the 
idea of giving free checking account 
service to present customers to get 
them to bring in new accounts. Along 
this line, Mr. Anderson offered this 
advice: 

“You might do well to get your 
local merchants to include one of 
your stuffers with their monthly in- 
voices. The stuffer might in effect 
say, ‘Rather than pay this in person, 
how much more convenient it would 
be just to sit down and write a 
check.’ The customer could be offered 
a special certificate worth, for ex- 
ample, $1 in trade at the store of the 
merchant who enclosed the stuffer. 
The certificate would be issued by 
you if the prospect opened a check- 
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Cash and Due from Banks . . . . + « « + $231,098,049.28 ; 
U.S. Government Securities. . . . . + « »« 152,687,191.59 | 
State, Municipal and Other Securities. . . . . 15,055,774.23 
Stock in Federal Reserve Bank . . «. «© 2 « 2,610,000.00 ! 


Loans and Discounts . . . . . . «+ « « « 481,795,159.98 . 
Bills of Exchange and Commodity Loans. . . . 8,405,411.17 | 
Bank Building and Equipment. . . . . » « 24,417,926.41 , 
Acceptances and Letters of Credit. . . 2. « « 18,037,763.92 
Ocher Asset® <3. ie 4 SE ee 1,230,456.93 








TOTAL .° «2 <6 es 6 0 «0 6 « SRGG0e7 7 aa 
Liabiltties 
Capital . . . ss « $ 35,771,400.00 


Sergius... See 51,228,600.00 i 
Undivided Profits . . . 6,309,528.18 $ 93,309,528.18 





Reserve for Contingencies . . . « « © «© « 12,080,996.42 


Reserve for Taxes, et cetera. . . 2 6 © © « 7,773,787.01 
Acceptances and Letters of Credit. . . 2. « « 18,222,763.92 
Deposits: 







Individual . . . . $597,637,460.00 
Die ese 190,084,236.16 
U.S. Government . 16,228,961.82 803,950,657.98 
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AT HOME OR ABROAD -- 
POLK’S HAS IT LISTED! 


Another reason why Polk’s Bank Directory 
is the favorite of men who deal in 
international finance. It lists all U. S. 
Banks PLUS 30,000 foreign banks and 
branches. A financial guide that covers 
the wide, wide world. Published every 
March and September. 


rR. & LK & CO. 
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ing account with your bank. 

“Where you now make up in- 
dividual cash payroll envelopes for 
the employees of some of your busi- 
ness customers, get permission to 
enclose a folder promoting checking 
accounts. Offer a premium and a 
money-back guarantee on the first 
book of checks if the customer is not 
satisfied with the service. 

“Either through your own facili- 
ties or by purchase from a mailing 
list house, keep lists of (1) young 
people going to college, (2) mar- 
riages, (3) 21st birthdays, and ap- 
proach the individual or the family 
on the basis of ‘now is the time to 
utilize the services of a special check- 
ing account.’ In many of these in- 
stances, a gift certificate for the first 
ten checks free could be successfully 
employed. 

Mr. Anderson also suggested the 
idea of volume discounts on special 
checking accounts. “You can offer ten 
checks for $1 and twenty-two checks 
for $2, or like one Philadelphia bank, 
you can Offer a book of fifty checks 
at a still lower bargain price,” he 
said. “You might consider putting 
extra coupons in your Christmas 
Club and instalment loan coupon 
books, advertising checking accounts 
and making the special coupons of 
some value. 


Attracting Savings 

“In our savings advertising today 
we must replace the word ‘fear’ with 
the word ‘future.’ ”’ 

This was an interesting point made 
by Ernest A. Messenger, vice-presi- 
dent, Pacific First Federal Savings 
and Loan’ Association, Tacoma, 
Washington, who contended that the 
security motivation has lost its force 
in view of Social Security and all the 
other pension and welfare plans in 
the economy. He favored the ap- 
proach taken by Chase Manhattan 
Bank in New York City, in its series 
of newspaper ads based on the theme, 
“Save for a Sunny Day.” The ads 
carry cartoon illustrations depicting 
a proud father looking at his new 
child, a young man starting college, 
a couple obviously enjoying retire- 
ment, and so on. 

Pacific First Federal is running a 
similar campaign showing happy 
family get-together scenes with a 
theme line, “This Is the Life, Save 
to Enjoy It.” The basic tenet is to 
have the advertising always portray 
the desirable benefits that will ac- 
crue to the saver if he saves at the 
institution in question. 

One idea that sparked particular 
interest at a savings clinic was the 
plan used by the Washington Mutual 
Savings Bank in Seattle. Each year 
during a six-week period all new 
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BEFORE AND AFTER MACHINES ARE INSTALLED! 





more efficient cross reference 


Through the use of record-handling equipment designed by 
Diebold specifically for Electronic Bookkeeping installations, 


faster handling of electronic forms 


With Diebold EBM trays . . . trays engineered for faster, 
more efficient handling of ledgers. 


faster control reference 


Whether your installation calls for unit, dual or central con- 
trol system, Diebold has the right kind of protective, point: 
of-use equipment to meet your needs. 


automatic check filing 


Just published! A comprehensive / 
brochure detailing how Diebold 
motorized files can help you make sure ] 

of realizing maximum productivity 
from your Electronic Bookkeeping 
Machine installation. Use coupon 
at right now to get your free copy! 


DIEBOLD \*: 


INCORPORATED 
CANTON , OHIO 
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In this operation, speed is essential to maintain full pro- 
ductivity from your EBM installation. Diebold motorized files 
provide that speed. 


DIEBOLD 


INCORPORATED Canton, Ohio 


DEPT. OE-28 


Gentlemen: Please send me your new EBM brochure 
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QUALITY THAT STANDS OUT 
At A Cost You Hardly Notice 
WESTON Cotton Fiber BOND 


























A distinctive letterhead is an asset in any business. 
In WESTON Bonn, you get conspicuous quality at a price 
that adds little or nothing to your correspondence costs. 

Made better with cotton fiber, Weston Bonp has extra 
character and impressiveness, beauty of finish, sparkling 
brightness and rugged durability. Your printer has it in 
white, colors, white opaque, litho finish and envelopes 
to match. Ask him to use it on your next letterhead... 
or write for a sample book and make your own com- 
parison. Address dept. (BU). 
























































BYRON WESTON COMPANY 
Makers of Papers for Business Records Since 1863 
DALTON, MASSACHUSETTS 


WESTON BOND 


Cotton Fiber Quality Letterhead Paper 
COTTON FIBER BONDS ¢ LEDGERS * MACHINE POSTING LEDGERS ¢ INDEX BRISTOLS 
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employees participate in a new busi- 
ness contest with merchandise 
awards. The theory is that virtually 
every new employee can draw some 
accounts from a circle of neighbors, 
relatives and friends. According to 
Vice-President D. J. Conley, the 
bank obtains approximately 1,000 
accounts a year from this source. The 
annual sales drives are limited to 
new staff members but a similar 
contest is held every five years for 
all employees; it was Mr. Conley’s 
opinion that if the campaigns are 
held more frequently for the entire 
staff they tend to lose effectiveness. 

Not too much success was reported 
for the idea of having personal calls 
made on savings depositors having 
larger accounts. It was found to be 
difficult to get the savings depart- 
ment personnel to make such calls, 
and it was also said to be hard to 
trace tangible benefits from calls that 
have been made. Incidentally, one of 
the major benefits from the sharing 
of experiences by F.P.R.A. members 
is that “bugs” and disadvantages of 
proposed programs are brought to 
light, along with the favorable reac- 
tions. 


Cultivating Women Customers 


If banks wish to progress and 
prosper, they must change their at- 
titudes and actively seek out women 
customers, said Miss Norma Stone, 
advertising manager, Lincoln Na- 
tional Bank and Trust Company, 
Syracuse, New York. Rather than 
merely accepting the accounts of 
women when they come in, financial 
institutions should go out after these 
accounts, she stated. 

Within recent years, she added, 
some banks have incorporated call- 
ing programs, designed to develop 
and retain the banking business of 
women. Their reports of increased 
business have prompted other banks 
to follow suit. The latter are install- 
ing special women’s departments, 
supplemented by call programs. 

Many of the clinic participants 
felt that women are not as good at 
new business calling as men. But 
several banks are using women quite 
effectively in their new business 
plans. Former F.P.R.A. President 
Robert Lindquist, vice - president, 
Harris Trust and Savings Bank, Chi- 
cago, Illinois, said his bank had a 
woman on the staff who was bringing 
in many new accounts. She works 
full time on the call program, and 
has a part-time helper. Both of these 
women have been specially trained 
to answer any questions on the 
various services offered by the bank. 
To help them gain more banking 
knowledge, they are invited to sit in 
on officer meetings. 
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Complete Correspondent Service 


65 OFFICES IN GREATER LOS ANGELES AREA 


Serving a market of 6,280,000 people in 4,866 square miles 
Officers 


FRANK L. KING, President 
CLIFFORD TWETER, Executive Vice President 


OUT-OF-TOWN DIVISION 
Vice Presidents 

DARWIN A.HOLWAY - NORMAN BARKER, JR. - D. P. BLANKENHORN - JOHN V.HAAS 
JAMES L. McELNEY - JOHN M. MILLER - GARDNER TURRILL + VICTOR H. WINFREY 

Assistant Vice President 

HARWOOD O. BENTON, JR. 

Assistant Cashiers 
F. M. ARMITAGE « G. C. COOMBS - VICTOR ETIENNE III 
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whatever kind of business 
you are planning in Canada 


... we suggest you contact Imperial Bank of Canada. With 
branches coast to coast, Imperial Bank can provide you with 
up-to-date information on trends, developments and business 
opportunities in Canada. Such information is readily. avail- 
able from Imperial Bank of Canada, Head Office, Toronto 1, 
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IMPERIAL 
Branches Coast to Coast in Canada 
and Correspondents throughout the World 
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Famous Cae — Only 10” Wide 
J. A. Reinhardt & Co. Serves All 
Quality 
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PERPETUAL CALENDARS 











LITERATURE RACKS In Bronze 
HOLIDAY & ADVERTISING or Aluminum 
STANDARDS 
Interchangeable 
OFFICER SIGNS rage te 
NAME PLATES, Ete. akelite Plates 


Cae > Write for Complete Catalog and Price List 


BANK PRODUCTS CO. new'YorK 7, Wy. 
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The general plan in most call pro- 
grams, according to an informal poll 
of 84 banks by Mrs. Mary Gleason, 
advertising manager, Omaha Na- 
tional Bank, Omaha, Nebraska, is 
this: First, to screen credit folders 
and balance cards to determine 
which women customers carry large 
checking or savings accounts with 
the bank; second, to analyze the ac- 
counts for services now being used, 
as well as the length of time they 
have been with the bank; third, to 
make the calls, telephoning first for 
an appointment. It appears that 
many times the call is more of a 
social visit than a business call, but 
this too is of value, since the per- 
sonal contact has been made and 
future cultivation can be accom- 
plished by correspondence. 


New Ideas 


Business development, school sav- 
ings programs, displays, welcome 
wagons, and cocktail parties were 
among the subjects covered in this 
fast-moving session. It was dubbed 
the “desperation” clinic or “court of 
last resort,” for answers to questions 
not previously covered. 

Getting customers into the bank 
seemed to be the primary concern. A 
local savings and loan member told 
how her institution was using a 
blown-up aerial view of its imme- 
diate area to good advantage. The 
enlarged photo has been placed on 
a 30-foot wall in the community 
room. Customers are invited to use 
showcase ink to sign their names on 
the rooftops of their homes. The 
association claims to have added a 
number of new accounts because of 
the promotion. 

Everyone seemed to agree that 
“welcome wagons” are here to stay. 
However, F.P.R.A. members were at 
odds as to how far the bank should 
go in the price and type of gifts, also 
the timing involved. Most of the 
banks seemingly are content to dis- 
tribute their gifts to the newcomers 
along with the chamber of com- 
merce basket. This is usually done 
when the families move in. 

Many banks, however, were delay- 
ing their gifts, as does one bank on 
Long Island. It sends the new resi- 
dent a plant or bouquet of flowers a 
few days after the chamber of com- 
merce package arrives. It claims the 
practice has gained excellent re- 
sponse. It sends out a number of 
these gifts and obtains wholesale 
prices from the many florists that 
are working on the program. 

Another bank sends one of its rep- 
resentatives to the newcomer’s 
house, armed with a Polaroid camera. 
The new resident is given the op- 
portunity to choose the photographs 
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Whether you measure its capacity in INK SUPPLY ALWAYS VISIBLE 
miles of writing, thousands of words 
or grams of ink, the long-writing 
champ of office ball pens is the Auto- 
point CARGO Office Pen. In addi- 
tion, ink supply is completely visible. 
Impossible to run out of ink acci- 
dentally. Turn-tip Point Protector 
and removable clip—included at no 
extra charge. No bothersome refills. 
Available in blue/black ink, red or 
green ink, Real-Thin Fine Point and 
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of his home that he would like taken 
for relatives or friends elsewhere. 
In Atlanta, “where competition is 
keen, and whoever gets there first 
gets the business,” one of the banks 
contacts some of the new residents 
before they arrive. It has a working 
arrangement with a moving com- 
pany, whereby it obtains a copy of 
the moving order well in advance of 
an executive’s move to Atlanta. The 
bank writes him about two or three 
weeks before he is moving and tells 
him it would be glad to take care of 


his banking needs. The executives 
have been so impressed that many 
of them are now letting the bank 
handle their finances. 


Converting Borrowers 
to Depositors 

Financial institutions have a cap- 
tive audience of loans customers that 
could be converted to depositors 
or checking account customers, ac- 
cording to Thomas J. Degnan, 
advertising director, Camden Trust 
Company, Camden, New Jersey. 
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BANCO CREDITO Y AHORRO PONCENO 
A NETWORK OF 23 BANKING OFFICES 
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Mr. Degnan noted that the bank 
has four periods in which it can 
develop business with the borrower: 
1. when the loan is made; 2. while 
the loan is on the books; 3. at pay- 
up time; and 4. during the post 
pay-off period. 

At the time the loan is applied for, 
it should be suggested to the cus- 
tomer that the money received upon 
approval of the loan be deposited to 
a checking account, Mr. Degnan 
added. Have your lending officers 
“ask for the business,” he urged. 
The simple question: “May I deposit 
the loan to your credit in a checking 
account?” may be all that is neces- 
sary to begin a deposit relationship 
that is likely to continue long after 
the loan has been repaid. 


Don’t send the customer on a tour 
of your marble halls to see someone 
in the new accounts section, he cau- 
tioned. This gives him the oppor- 
tunity to forestall the opening of 
the account. Be equipped to open a 
checking account right where the 
loan is made, he continued. 


While the loan is on the books, 
additional opportunities for devel- 
oping business present themselves. 
There is a natural rapport between 
the bank and the borrower, and a 
direct mail campaign could be es- 
tablished to sell other services of 
the bank. The direct mail campaign 
may well begin with a simple “thank 
you for your business” letter, sug- 
gesting that the customer would 
find it more convenient to make his 
payments by check. 


Eventually, the big day arrives. 
The borrower pays up his loan. This 
is an ideal time to approach your 
customer for a savings account. He 
has been budgeting a certain amount 
monthly to make loan payments, and 
a little selling. may lead him to put- 
ting his surplus in your bank. 

A paid-up loan list can serve as a 
prime source for deposit business for 
a number of years, Mr. Degnan 
added, providing it is kept up to 
date and reviewed critically by the 
officers. These people could be in- 
cluded on regular mailings and be 
sent special courtesy cards informing 
them that the bank would welcome 
the chance to serve them again. 


Gimmicks and Premiums 

On few phases of bank promo- 
tional activities does opinion appear 
to be so sharply divided as on the 
desirability and _ effectiveness of 
“giveaways” in attracting new ac- 
counts, although the practice seems 
to be gaining momentum in financial 
circles. 


The cost of giveaways for new 
accounts reportedly ranged from 50 
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t- and industry firsthand. First National credit officers have 
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to you at all times. 
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Our busy Credit Department ... where we keep up-to-date information on 
commercial paper names and accurate credit files on thousands of individuals 
and companies in St. Louis and throughout the nation. 


T your request, our credit officers will collect all the perti- 
A nent facts through the use of our nationwide system of 
correspondent banks and our daily contacts with recognized 
agencies and accredited sources. These facts are then care- 
fully analyzed and evaluated before being passed on to you. 


Our credit officers will also help you analyze commercial 
loan applications . . . assist you with your credit forms or 
any other phase of your Credit Department operations. We 
hope you'll call on us often to provide credit information and 
assistance as well as other correspondent services, 


For information about our many other correspondent services, 
write for free copies of the newly revised “‘Sincerely Yours’’ 
booklet. Send your requests to First National Bank in St. Louis, 
St. Louis 1, Missouri. 
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Mobile 


TELLER UNITS 


-.. with 
*‘Bank Engineered 
Features’’ 


FENCO Mobile Units keep currency in- 
tact—always SAFE—never leaves the 
unit. Roll to and from vault with ease. 


19 Stock Models. 


Modern banking 


features include: 


* P.K. Locks on Drawers 
* “Spy Proof” Combination Lock on Door 
* Heavy Duty Ball Bearing Rubber Tire 


Casters 


* Lustrous finish in modern Gray, Beige 
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and Desert Sage 
* Locking Lugs in back of Door 
* Removable Currency Tray 


EXCLUSIVE: FENCO Foot Brake locks unit to 
floor. Tip-Toe release. 

GUARANTEE: Materials and workmanship 
unconditionally guaranteed. Replacement 


Free of charge. 


FENCO dealers in most principal cities. 


Or write Dept. BC, for your nearest > FENCO CORPORATION 


dealer and valuable descriptive folder. 


121 Seventh Ave., New York 11 
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Bank Signs in Bronze or Aluminum 


by U.S. BRONZE 


| Impressive dignity and good taste are working 
| ambassadors for you when your bank’s name 


appears in these beautifully designed and exe- 
cuted signs. Names of your personnel on tasteful 


metal signs also assure an impression of dignity 
and stability. 


Desk Nameplates 
Both Economical 
and Beautiful 


INDIVIDUAL LETTERS—Metal or 
plastic—in all sizes 


Perfect for permanent signs, inside 
or out. As suppliers to banks large 
and small from coast to coast, we 
offer the widest selection with the 
most in service, at economical 
prices. Send today for catalog of 
all signs, plates, display cases, etc. 


“Bronze Tablet Headquarters” 


UNITED STATES BRONZE sicn co., inc. 
101 W. 31st St., Dept. BC, 
New York 1, N.Y. 





cents to $2 ordinarily, although 
occasionally more expensive gifts 
were cited. Some bankers expressed 
the opinion that the cost of the gifts 
seemed to have little bearing on their 
relative effectiveness. 

There was disagreement on the 
question of whether there should be 
restrictions attached to the free 
gifts. Every two or three years the 
Lincoln National Bank and Trust 
Company of Fort Wayne, Indiana, 
stages 60-90 day new account drives, 
offering wallets and other premiums 
on initial deposits of $5 or more. 
Customers agree to have at least $50 
in the account at the end of the first 
year, or be charged $1.50. They are 
sent a letter in advance of the dead- 
line, reminding them of the con- 
tract. Vice-President Carl A. Gunk- 
ler, Jr., reported that few complaints 
were received on this policy. 

However, a number of the clinic 
participants favored a policy of ““no 
strings attached” to premiums given, 
on the basis that account experience 
was about the same and difficulties 
with customers were avoided. 

As to the question of excessive 
mortality of accounts obtained in 
this manner, a number of bankers re- 
ported that the method of acquisition 
seemed to make little difference. One 
participant cited results of a study 
made of 1,000 accounts obtained 
through a gift incentive at a new 
branch opening. It was found that at 
the end of the first year there had 
been a mortality of 9 per cent, but 
that the aggregate balances in the 
remaining accounts had increased 
300 per cent. 


Bonus Clinic 


A feature of this year’s conven- 
tion was the so-called “bonus clinic,” 
with a panel of experts available to 
answer questions not covered in the 
other sessions. 

Even “integration” came under 
scrutiny, indicating the broad scope 
of this catch-all session. One banker 
from the Southwest reported that his 
institution was being threatened 
with a boycott over this highly con- 
troversial matter, and asked for ad- 
vice. The answer given: “Keep on 
doing what you think is right.” 

But the foremost topic that seemed 
to be bothering the clinic audience 
was: How do you sell top manage- 
ment on some of the ideas gleaned 
at this convention? FPRA members 
reported having returned home in 
previous years all enthusiastic about 
starting some project, only to get a 
negative response from the top 
echelon. The suggestion was made 
that sometimes the support of an 
influential third person, perhaps a 
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COMPLETE 
DESTRUCTION 
The only way to destroy valuable confidential paper material 
is to burn it! 

And the Silent Glow Confidential Paper Destroyer is the only 
sure way of burning with practical, positive protection—its unique 
process of triple chamber, hydroxylative combustion reduces 
toughest cardboard and paper material to a snow white ash! 

This unit is now installed throughout the world . ... in banks, 
atomic energy plants, military stations, foreign embassies, and 
security-wise companies. 

To keep confidential information from becoming common knowl- 
edge, COMPLETE BURNING is best . . . by far. 


Write for complete information. 
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STRAYER 


Steel Storage Files 
Utmost in Safety 
Positive Drawer Stops 
Vertical and Horizontal Rigid 
Stacking—Automatically 


Bank Supplies 
Since 1914 


5 - Styles 


R—Non Roller 
RB—Steel Bearing Wheels 
NR—Nylon Rollers 
NRGL—Combination Nylon 
Rollers and Glide 
NGL—Nylon Glide Only 


Easy to install {Made any size you specify]—é6 colors 





AUTOMATIC 
NO PASTING 








“Easy Snap" collapsible corrugated paper file boxes 
Available 175 stock sizes 








Coin Bags 
Boxes 
Trays 

Wrappers 

Teller Chests 

Note Cases 

Sorters 





Send for our Catalogue 


STRAYER COIN BAG CO. Inc. — New Brighton, Pa. 








CASHIER’S 
PAD RACK 


RECEIPTS, PADS, 
VOUCHERS 
AT YOUR 

FINGER-TIPS 


Welded steel construction 
with rubber feet to prevent mar- 
ring or slipping. GRAY Finish. 

SIX POCKET 8” Wx 72" Hx 4" D...... 4.45 
EIGHT POCKET 8” W x 914" H x 514" D. .5.65 
TEN POCKET 8” W x 1112" H x 64%” D...7.50 


DEPOSIT TICKET 


HOLDER 
ELIMINATES 
STICK FILES. Con- 
tents easily re- 
movable. Sturdy 
steel construction. 


Gray finish. 10’°Wx6"Hx4''D. 3.25 


WIT one co. tn 


350 West Ontario St., Chicago 10, Ill 


BANK AND CASHIER EQUIPMENT 


y SHIP AND CHARGE TO OUR ACCOUNT 
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director or upper officer, can be 
helpful in such instances. One small 
bank participant stated that through 
this strategy he had gotten his ad 
budget raised from $5,000 to $24,000 
a year. 


Using Directors, Stockholders 


Directors and stockholders came 
in for a great deal of attention at 
the various departmentals and 
clinics. The big question was: How 
can we get them to help us with our 
business development program? 

Harold Sichter, cashier, Third Na- 
tional Bank and Trust Company, 
Dayton, Ohio, stated that the annual 
report is one method of mass ap- 
proach to stockholders, but that face- 
to-face contacts would offer more 
advantages for improved relation- 
ships. Some banks are aware of this 
and are doing something about it. 
Realizing that banking is still a 
mystery to many of their stockhold- 
ers, several banks are using visual 
aids at their annual meetings and 
letting the officers in charge of the 
various departments comment briefly 
on what is being done, and what will 
be done. 

Dividend notices are routine, Mr. 
Sichter added. But they can be dif- 
ferent. Instead of the conventional 
dividend enclosure folder, he advised 
putting the message on a bank serv- 
ice directory letterhead, one which 
lists all the bank’s services. 

It is the local group of stock- 
holders who can do the most good 
in promoting business, and there- 
fore Mr. Sichter suggested pulling 
these names out for specific mail- 
ings. Those in the local area, he 
continued, should receive every piece 
of direct mail advertising. They may 
not themselves be prospects, but they 
know people who can use the service 
being promoted in the brochure. 


Advertising Ideas 

In recent years there has been a 
marked improvement in the general 
level of financial newspaper adver- 
tising, according to Joseph A. Ander- 
son, vice-president, Merrill Anderson 
Company, New York City. He 
stressed in particular “the increasing 
evidence that banks are thinking in 
campaign terms, with clearly defined 
goals which they pursue with con- 
sistency. It is now common, for in- 
stance, to see bank advertising which 
is developed around a single central 
theme, repeated consistently — and 
often this is carried over into other 
areas of the bank’s promotion work 
right down to the point of sale.” 
In other words, banks are now using 
advertising principles that have 
worked through the years for large 
national merchandisers. 
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The Communications Industry in tne unitea states leads the 


world... for it provides Americans with 56% of all telephones, 49% of the radios, 

one and 70% of the television sets. The industry’s vast fund of engineering ability and ® 
r- experience has furnished this nation with an almost-limitless “voice” which has = 
on contributed substantially to our economic growth and welfare. 1871 
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The service provided by this vast communications network represents a $6-billion* 
annual business ...and most of the costs are paid by check. Checks that afford the rue wavy Lines 
: > , ® ARE 
ed maximum in efficiency and safety are those produced on La Monte Safety Paper A LAMONTE TRADE-MARK 
n- which for several generations has effectively served 
in- both banking and business. 
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How- Woke Even Better 
e CHARTS 






- and LAYOUTS 


SAVE up to 40% DRAFTING TIME 





The AUTOMATED Method of CHARTING 


Graph-A-Plan offers a new concept of methods and ma- 
terials for chart and layout preparation. Graph-A-Plan 
includes a wide variety of pressure-sensitive solid color or 
pattern tapes, flow symbols, pie charts, organization 
rectangles, scales, templet sheets, shading films and 
patterns .. . plus opaque and transparent plastic planning 
boards. Available separately or in compact kits. 
Write today for FREE GP ‘‘How To Do It” Catalogs and 
* prices. Just check catalogs desired below, tear out and 
attach to your letterhead. 


C STATISTICAL CHARTING (0 PLANT LAYOUTS 
(0 ORGANIZATION CHARTING [] OFFICE LAYOUTS 
(J OPERATION AND PROCESS FLOW CHARTING 

















A CHART FOR BANKS 


who finance insurance premi- 
ums TO FIGURE cash value of 
unearned premiums ten (10) 
days after default. 50c a copy 


THE STEVENS PLAN 


A System to Finance Insurance Premiums 


8 Church St. White Plains, N.Y. 






























tellers 
cash tickets 


coin wrappers 
ledger cards 
file guides 


Write for free 
samples and prices. 
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Banks attempting to sell a specific 
service through outdoor billboards 
should remember “you have your 
audience for only a few seconds, 
hence, a true ‘impulse’ sales tech- 
nique is required.” In emphasizing 
this, Robert A. Bachle, vice-presi- 
dent, National Boulevard Bank of 
Chicago, advocated a clever piece of 
artwork, ample use of white space, 
and the fewest possible number of 
words. “In checking through some of 
the award winning bank posters of 
recent years,” he added, “it was 
found that the average was only 
five or six words of copy, other than 
those used in the bank’s identifica- 
tion logo.” 


Sales Contest Ideas 
Although there are many shades 
of opinion regarding the merits of 
sales incentive programs at banks, 
there are many banks using the 
plans. The National Bank of West- 
chester, White Plains, New York, for 


= 





example, has just kicked off its Pig- 
skin Prize Parade, according to 
James R. Hand, vice-president. It’s 
the usual type of campaign, but sev- 
eral innovations are being consid- 
ered as the drive progresses. 

For example, extra points may be 
given for “tie-in” business, or what 
is sometimes called twin accounts. 
If a special checking account is sold 
with a new savings account, a bonus 
over and above the combined point 
value will be given. In addition an 
incentive may be given to the cus- 
tomer in the form of 25 free checks 
and two months maintenance charges 
free, a $3.50 value. Free safe deposit 
box service and emphasis on special 
purpose savings plans are also under 
consideration. 

Mr. Hand also suggested an in- 
centive for the late starter in a sales 
drive. About the third week of the 
campaign, double prize points can 
be offered for people who have not 
brought in any business. 
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AUSTRALIAN BANKS 


CONTINUED FROM PAGE 46 


range from 600 square feet to 4,000 
square feet. Surveys taken over five 
of the major firms show average 
costs to be £760 per 100 square feet 
(i.e., $1700). It could therefore be 
said that an average-sized bank 
building of 200 square feet would 
cost £15,200 (i.e., $34,000). 

Drive-in and walk-up banking have 
not become really popular here, and, 
in fact, may never do so. This may 
be partly because we are not so 
“auto-conscious” as Americans, and 
partly because our branch banking 
system means that there is a branch 


* 


@ 


within a minute’s walking distance 
of every small trader. There are a 
few isolated examples of drive-in 
banks in Australia, but they obtain 
custom principally through their 
novelty value and not because they 
really fulfill a need. 

The branch banking system here 
is so comprehensive that one com- 
pany even sends out mobile banks 
to remote centers that do not as 
yet warrant the establishment of 
permanent branches. These mobile 
banks are like passenger buses, and 
contain a teller’s box and tiny man- 
ager’s office. 
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STAFF SUPERVISION 


CONTINUED FROM PAGE 37 


ployees have a way of listening to 
rumors and misinterpreting facts 
and figures which are not presented 
to them in a clear, unbiased manner. 

Techniques used by First National 
to communicate to staff members 
were discussed at length and the 
group resolved to make greater use 
of every available avenue of com- 
munication — including staff meet- 
ings, the annual report to employees, 
the bank publication, and manage- 
ment-to-staff bulletins. 

Realizing that communication is 
a two-way street, the supervisors 
agreed to pay more attention in the 


future to employee grievances and 
complaints and to keep the bank’s 
personnel committee informed about 
staff attitudes and thought-trends. 

The fourth meeting was devoted to 
a review of the bank’s job evaluation 
and merit rating systems. Roman 
Beuc, assistant vice-president in 
charge of job evaluation, opened the 
meeting with a visual presentation 
spelling out in detail the factors con- 
sidered in measuring both job con- 
tent and performance. 

The group concluded that much 
remains to be done in the field of 
acquainting staff members with merit 
rating procedures and removing any 
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easy-to-see ... 
easy-to-reach 
, vertical drawer 
the tf - storage makes 
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revolutionary 
microfilm 
storage 


new addition means 
55% more capacity 


Housing shown is j 
combination of i 


than other equipment 
(Upper) Companion 
Unit #4MF 


(Lower) Basic 
Unit #11MF 


in same floor space! 
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will hold: 
sx 1934 100 ft. rolls of 


16mm film, or 


J 1192 100 ft. rolls of 


35mm film 






%* All drawers extend beyond face of cabinet. 


%* All drawers mounted on Ball Bearing 
suspension. 


¥% Drawers of Companion Unit #4MF are lipped 
to hold boxes. 


% Drawers of Basic Unit #11MF have open 
bottoms — no compressors. 


%& Extra-heavy gauge construction — designed 
for vault use and years of service. 


Write Dept. B-2 for literature and names of dealers in your area, 


MANUFACTURING COMPANY, Inc. 
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air of mystery that might exist about 
the subject. 

“Staff members,” said a panelist, 
“should have the right at all times 
to review their score sheets with 
their supervisors, and—if they are 
not satisfied—to appeal to the bank’s 
job evaluation committee.” 

Several supervisors admitted that 





Westminster Chimes 


by SCHULMERICH 
Now as low as $1275. 


Hour after hour... day after day... 
your good will goes further when 
Westminster Chimes by Schulmerich 
ring out the correct time for miles 
around. Deep, resounding—they make 
your firm “Official” time headquarters 
—teally the biggest “voice” in your 
community, A building face clock 
alone can’t do it—it’s seen by too few 
people. Just be sure the chimes are by 
Schulmerich. That way you know 
they’re the best. 


Can be used with your present 
clock—or without a clock. Fully au- 
tomatic, Takes little space. Write! 


SCHULMERICH 


CARILLONS. INC. 


48118 Carillon Hill e Sellersville, Pa. 
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Why Pass Up Extra Commissions? 


Leading passbook manufacturer now has sev- 
eral territories open for aggressive men call- 
ing on banks to sell all types of passbooks 
and pocket check covers. Commission basis. 


WILLIAM EXLINE, INC 
1270 Ontario Street e Cleveland 13, Ohio 





they had been reluctant in the past 
to discuss performance ratings with 
employees. They resolved to work 
henceforth on a “cards-on-the-table” 
basis. 

The fifth topic, “Job Standards,” 
brought out the real need for ade- 
quate quantity and quality controls. 
Admittedly, such controls are diffi- 
cult to establish because of the uneven 
distribution of work and responsi- 
bility. Nevertheless, the supervisors 
agreed, work patterns can be charted 
over long periods and reasonably ac- 
curate controls can, and should, be 
established. 

Edward L. Winkler, assistant vice- 
president in charge of the bank’s 
bookkeeping, proof and transit opera- 
tions, explained quality and quantity 
control methods established in his de- 
partment and suggested that similar 
standards might be applied in other 
sectors of the bank. 

This meeting was rounded out with 
a showing of the Financial Public Re- 
lations Association’s sound-slide film, 
“From Little Acorns,” which empha- 
sizes the customer relations aspects 
of clerical errors. 

The sixth meeting, “Types of 
Workers and How to Deal with 
Them,” stressed the fact that no two 
people are alike but that workers 
generally fit into categories such as 
bold, timid, stubborn, aggressive, 
well-balanced or plodding—and that 
an understanding of these charac- 
teristics can save the supervisor 
many a headache. 


HE timid worker,. for example, 

needs a great deal more encour- 
agement than the bold worker when 
a new procedure is instituted. The 
stubborn worker will accept a change 
in routine only after it has been 
demonstrated to him that the change 
is for the better. The aggressive 
worker has qualities which can be 
turned to good advantage but which 
should be checked in cases where 
hasty action might create practices 
contrary to bank policy. 

Ray J. Miller, vice-president and 
personnel director, opened this meet- 
ing with an easel-sheet talk on em- 
ployee “types” and how to recognize 
and deal with them. 

The seventh meeting, “Discipli- 
nary Policies,” dealt with the distaste- 
ful subject of how to rebuke workers 
for tardiness, absenteeism, violation 
of rules, lack of cooperation, poor 
work, and trouble-making propensi- 
ties. The general conclusion reached 
was that no disciplinary measures 
should be taken until: 1. the super- 
visor has all the facts; 2. the em- 
ployee has been warned, and the 
nature of his violation of bank rules 
has been discussed; 3. the employee 


has been given a chance to tell his 
side of the story. 

It was pointed out that rules which 
are frequently violated may be out- 
moded or inadequate for present-day 
needs. Supervisors were urged to 
report such circumstances to the 
bank’s personnel committee to deter- 
mine whether adjustments should be 
made. 


HE eighth session, “Job Train- 

ing,” was based largely on scien- 
tific job instruction methods devel- 
oped during World War II. The meet- 
ing opened with the F.P.R.A. film, 
“Banking without Bicarbonate,” 
which contains a dramatized exposi- 
tion of this procedure, emphasizing 
the importance of both the “know- 
how” and the “know-why” of each 
operation. The steps involved include 
analyzing the job, preparing the 
worker, explaining the “why” and 
“how” of the job, demonstrating the 
“how,” having the worker perform 
and explain the task, and finally, fol- 
lowing through with periodic check- 
ups of performance standards. 

Next up for discussion was “Turn- 
over,” and what the supervisor can 
do about it. The group agreed that 
the numerical index of turnover in 
a department is not necessarily a 
guide to its effectiveness. A depart- 
ment with too little turnover, for ex- 
ample, might be turning into a 
haven for incompetents. Its very sta- 
bility could indicate stagnation and 
a lack of interest on the part of the 
supervisor. On the other hand, a good 
department should have turnover, re- 
sulting both from promotions and 
from the weeding out of obviously 
unqualified employees. The consensus 
was that turnover is excessive if it 
becomes necessary to advance inex- 
perienced people to fill vacancies or 
to go outside of the bank to find 
skilled workers necessary to carry 
the load. 

At the tenth meeting, the subject 
was “Fringe Benefits.” 

Elmer F. Schachsieck, assistant 
auditor, described the bank’s group 
insurance program, emphasizing 
major medical coverage and other 
recent extensions of the plan. The 
retirement system was explained by 
Joseph W. Lederle, assistant comp- 
troller, and other benefits such as 
paid vacations, recreation facilities, 
sick leave, educational opportunities 
and better-than-average working con- 
ditions were discussed by the entire 
group. 

Some of the supervisors admitted 
that they had been remiss in failing 
to explain and sell First National’s 
benefit program to the members of 
their departments. 

“Unfortunately,” said one of them, 
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The United States National 
Bank, Denver, owns 29 Brandt 
Automatic Cashiers, 1 Brandt 
Coin Sorter and Counter and 
2 Brandt Coin Counting and 
Packaging Machines. They 
purchased their first Brandt in 
the year 1920 and have added 
machines from time to time as 
their needs required. 


A letter from this progressive 
bank is reproduced herewith. 





View of a teller’s working area, United States Na- 
tional Bank, Denver, showing a Model 250 Brandt 
Automatic Cashier which has been sunk into the 
counter. The coin delivery chute of the machine ex- 
tends outwardly within easy reach of customers, 
permitting them to readily remove coins from the 
cup attached to the end of the delivery chute. 
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“employees begin to think of benefits 
as part of their base pay unless they 
are reminded that these are volun- 
tarily provided by the bank—and 
that the bank picks up most of the 
tab.” 

“Housekeeping” came in for a full 
hour discussion as topic number 
eleven and it was concluded that man- 





For over 77 years, Japan's largest 
financial institution has fostered 
international trade and commerce. 
If you need a helping 

hond in Japan, contact... 
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Overseas Offices in London, Calcutta 

Branches Throughout Japan 
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agement personnel should assume 
greater responsibility—not only for 
neatness—but for other factors such 
as heat, ventilation, light, noise, 
elevator service, washrooms, lockers, 
and equipment maintenance. 

As a result of these deliberations, 
a number of departments have estab- 
lished “‘clean-up’”’ days during which 
all members pitch in to clear desk- 
tops and file-tops, eliminate worthless 
material, send dated papers to the 
bank’s storage vaults and, in general, 
make their quarters more pleasant 
places in which to work. 


T this meeting, Harry Linne- 
meyer, assistant comptroller in 
charge of the bank’s housekeeping 
and building maintenance program, 
explained the functions of his depart- 
ment and told the supervisors how 
they can best cooperate in keeping 
the bank ship-shape at all times. 

The final meeting was a review of 
the booklet, “Your Job With First 
National,” which is given to all new 
employees. Because the booklet is two 
years old the supervisors went 
through it page by page, suggesting 
changes needed to bring it up to 
date as well as additional material 
that might be incorporated in the 
forthcoming new edition. 

How do the supervisors like the 
program so far? 

In an effort to find out, manage- 
ment sent a “two-minute question- 
naire’”’ to the group early in August. 

The first question asked was: 
“What, in your opinion, are the three 
most serious problems confronting 
supervisors today?” 

The majority of those who re- 
sponded felt that these problems are: 
1. How to reduce absenteeism and 
tardiness. 2. How to maintain en- 
thusiasm. 3. How to train new em- 
ployees and instill a better under- 
standing of management aims and 
policies. 

The supervisors were asked to 
mention ideas of special importance 
to them developed in conference 
sessions. Here are some of their re- 
plies: 

“I learned that a supervisor must 
delegate more responsibility to sub- 
ordinates and not try to do every- 
thing himself.” 

“One of the most important ideas 
I got from the series is that many 
large corporations promote no one to 
a higher management job unless he 
has already trained someone to take 
his place.” 

“The employee’s family is inter- 
ested in the bank and should be kept 
informed on all family welfare 
matters.” 

“The many subjects discussed en- 
lightened all of us and made us more 


conscious of our responsibilities for 
increasing production and setting 
higher standards of quality.” 

“T really learned about job evalua- 
tion from this program. Formerly, I 
couldn’t explain this to my employees 
and hence got into a great deal of 
trouble. Now that I understand it, I 
am certain that I will have far fewer 
difficulties.” 

“T learned a lot by listening to 
other people tell how they handle 
problems in their departments... I 
learned that if you are fair and 
thoughtful, the people who work for 
you will do better work and will not 
feel that they are being imposed 
upon.” 

“TI was particularly impressed with 
the session on job standards. I am 
now working on a plan to apply these 
techniques in my own department.” 

“T learned for the first time that 
most of my personnel headaches are 
not peculiar to my own department. 
They seem to occur in some form in 
just about every section of the bank.” 

“One of the big ideas I got from 
these meetings was the necessity for 
complimenting employees for good 
work.” 

“T have learned to pay more atten- 
tion to the placement of my people 
and to stop trying to fit square pegs 
into round holes.” 

Supervisors were asked to rate the 
meetings either as “helpful” or “of 
little value.” Only two of the eighty 
respondents felt the meetings were 
of little value. 


N commenting on the plan and 

agenda of the series, a few super- 

visors feel that some of the members 
were “dragging their heels.” 

As one member put it: 

“Some of my fellow-supervisors 
seem to think that they are there to 
listen and not to express ideas and 
opinions. Maybe they believe that 
they will be reported for making 
critical statements or maybe they 
simply feel embarrassed about get- 
ting on their feet. These meetings 
will be even more helpful when these 
conditions are overcome.” 

“We tend to be so tied up in the 
workings of our own departments,” 
said another, “that we frequently do 
not have a chance to learn what is 
going on in other divisions of the 
bank. By listening to these discus- 
sions I have learned much that I can 
apply to my own operations.” 

“T have learned a lot just looking 
at the films shown at these meetings,” 
said a woman supervisor, “and I feel 
that this program should be con- 
tinued on a permanent basis. These 
meetings make a person realize the 
real importance of good supervision.” 

What is management’s: appraisal 
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Bold! Imaginative! The design of this new night depository sets it apart 
z te El way from all others, identifies it as a part of Herring Hall-Marvin’s com- 
pletely co-ordinated Constellation line of modern bank equipment. 
im ri g 7 Shown for the first time at the recent ABA Convention, this new 
Constellation Model is already in big demand . . . not only for its distinctive 
design but also for new customer conveniences, exceptionally large pack- 
o © - os i t oS ry age hopper and new safety “push-in” envelope slot. 
Tell us when and we'll gladly show you how the co-ordinated look 
of our complete Constellation line enhances the modern look of 
today’s banks. 
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ments, these smart wardrobe uni 
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quality built of closed-end aluminum 
tubes rigidly held in cast aluminum 
brackets. Permanently beautiful in 
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of the program? Here’s how Ray J. 
Miller sums it up: 

“In our opinion, the ‘do-it-yourself’ 
idea as applied to supervisory con- 
ferences represents the best approach 
we have yet made to one of the most 
serious problems confronting bank 
management today. 

“The free exchange of ideas _ be- 
tween supervisors serves to orient 
them towards the main objectives 
of their jobs and to de-emphasize 
minor day-to-day annoyances which 
often lead them far afield. 

“There is, of course, much room 
for improvement in our program as 
it now stands,” he added. “We have 
learned, for example, that meetings 
which start ‘cold’ with the discussion 
of an outline seldom get off the 


5 


° 


ground. For this reason, we are now 
using either films or some other type 
of visual presentation to launch each 
meeting. This serves to focus the 
group’s attention on the main prob- 
lem and stimulates a lively exchange 
of ideas and information. 

“We still haven’t been able to get 
all of our supervisors to participate 
fully in every discussion. We note, 
however, that this situation is im- 
proving with each meeting. In fact, 
panel leaders, in many cases, are hav- 
ing trouble keeping the meetings on 
the beam instead of trying to get 
people on their feet. 

“We are sure that the program 
will get better and that most of the 
improvement will be the work of th 
supervisors themselves.” ' 


. 


CHANGING FARM ECONOMY 


CONTINUED FROM PAGE 39 
sters from six to 16 now can get low- 
interest loans at the bank on the 
signatures of their fathers. The re- 
sults have been gratifying. Many of 
the young borrowers now have a 
good start towards a successful farm- 
ing operation, others have financed 
their college educations, and _ still 
others have paid their clothing costs. 
But more important, they have 
learned an important lesson in keep- 
ing their finances in order. 

A second effort on our part to 
keep our young people on the farm 
was our immediate acceptance of the 
G. I. farm training program offered 
at the close of World War II. We 
helped establish a scheduled pro- 
gram of courses and on-the-job 
training and take more than a little 
pride in pointing to several success- 
ful farm operations in our area that 
have resulted from this program. 

We feel that our lending policies 
in the past have adequately met the 
needs of depositors. Perhaps the suc- 
cesses of our lending program can be 
laid to our determination to know 
farming inside-out. I’m particularly 
thankful for my own farm back- 
ground and I still operate a sizeable 
farm myself to stay as close to 
operational problems as_ possible. 
The country banker is in the envi- 
able position of personally knowing 
all of his depositors. Too often, how- 
ever, he fails to have the required 
confidence in his~ customers and 
shuns any loan that might be re- 
garded as a risk. 

Let me digress here for a few 
lines on country bankers in general. 
I realize that many bankers are 
tempted to make only government- 


guaranteed loans. It certainly is 
easy to disregard operational loans, 
especially for the banker who is 
unwilling to give the kind of super- 
vision that this type of loan re- 
quires. More strongly, I believe that 
the “unfair” government competi- 
tion we bankers rail about might be 
laid right at our door. Bankers have 
been far too willing to turn a great 
deal of business to other loaning 
agencies that have proven these loans 
sound. Country bankers must realize 
that farm production is going to be 
financed by government lending 
agencies, feed manufacturers, food 
chain stores, or by other agencies 
dependent upon products of agri- 
culture, if not by the banks. Call 
our modern farming integration, 
contract farming or whatever you 
please, the end will be the same and 
the future of country banking lies 
in the acceptance of these new loan- 
ing requirements by the country 
banks. 

At the Sturgeon State Bank we 
are pushing this integration in agri- 
culture to insure the future produc- 
tion of our farm lands. We know 
that our agricultural population will 
likely continue to decline. We will be 
dealing with fewer and fewer opera- 
tors who will be asking for larger 
and larger loans. At the present time, 
we are voting to double our capital 
stock to meet the increased demands 
for money. The traditional and sea- 
sonal crop loans are being greatly 
overshadowed by livestock loans and 
operational loans for farm machinery 
and soil building programs. 

We also do our best to help cus- 
tomers buy additional property with 
loans either through our bank or 
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mortgages arranged through insur- 
ance companies. 

We believe that livestock and feed 
associations offer much to help 
farmers keep abreast of the latest 
advances in agriculture and we do 
our part to encourage farmers into 
active participation with these as- 
sociations. But in the educational 
field we value most our regular con- 
tacts with the School of Agriculture 
at the University of Missouri. Dean 
J. H. Longwell and the school’s agri- 
cultural economists, Elmer Keil and 
C. E. Klinger, have played an im- 
portant role in developing a compre- 
hensive farm program for the Mis- 
souri Bankers Association. I’m in- 
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clined to believe that we bankers fail 
to realize how much help can be pro- 
vided by our land grant colleges. In 
many instances they can help plan 
farm programs, provide the neces- 
sary materials and even make 
speakers available. These educators 
should certainly be consulted when- 
ever a change in farm programs is 
anticipated. If we analyze the cur- 
rent farm picture, I think we'll recall 
that our colleges of agriculture have 
been forecasting our present prob- 
lems for several years. 


OR several years I’ve been privi- 

leged to work with the Missouri 
Bankers Association’s committee on 
agriculture. This experience has 
been particularly rewarding in oper- 
ations at my own bank. 

We’ve reviewed, at some length, 
many of the responsibilities in help- 
ing the farmer compete in a highly 
technological age of agriculture. But 
the answers to meeting the income 
needs of the small, part-time farmer 
are not easy to come by. Attracting 
industry and business to even a local 
town is an area-wide job, and Mis- 
souri has joined several other South- 
ern states in organizing groups to 
handle this extensive work. Locally, 
we are attacking the job on an 18- 
county basis under the name of the 
Mid-Missouri Development Council. 
I was happy to serve as president of 
this group last year. Initial plans of 
the council call for a comprehensive 
land use survey of the 18 counties 
to arm ourselves with information 
on the area. 

In addition to the selfish motive 
of keeping our depositors, we be- 
lieve that we are serving the socio- 
logical needs of our small farmers by 
helping to provide them with supple- 
mentary employment and keeping 
them on the farm. According to a 
Purdue University professor, men 


and women raised on farms have a 
fear of leaving the farm. They are 
harder to move than any other class 
of workers, the professor contends. 
Yet the agricultural culture that we 
have inherited from our forefathers 
from Virginia, Tennessee and Ken- 
tucky that held that an 80 to 160 
acre farm was adequate will not 
support the way of life that a family 
demands today. The result is that 
small farms are added to larger 
farms until the unit produces the re- 
quired income, or, the man or woman 
finds work in a nearby town and con- 
tinues to farm the land evenings and 
on weekends. 

This is part of the greatest revolu- 
tion in agricultural society this 
country has ever witnessed. Agri- 
culture has substituted capital for 
man-power. The cost per bushel of 
production has gone down steadily 
while the cash requirement to put 
a farmer in business has risen 
steadily. One man with a tractor and 
cultivator or combine can now do 
as much work as three two-bottom 
tractors did a few years ago. A man 
and his wife, on two good tractors, 
are harvesting more grain commodi- 
ties than three or four families 
harvested in days gone by. 


RECENT quote that has inter- 

ested me is one by Governor 
J. P. Coleman of Mississippi who 
stated that he did not know a farmer 
in his home county of Choctaw that 
was under 35 years of age. This 
points out the problem that we face. 
We need to give it serious thought 
and accept our responsibility in solv- 
ing the question. The country bank- 
ers must give every assistance to his 
farm customers and support the 
industrial improvement groups that 
are springing up all over the country, 
or he may wake up some day to find 
that his business has moved away. 


THANKSGIVING LOAN 


CONTINUED FROM PAGE 47 
when the city buyer notified him 
he’ll be there.” 

“Hm’f! Julius Thornshank is 
merely trying to get a higher price 
out of you. Sign a note for $7,500 
and get set to draw Julius a check 
... & fellow has got to gamble a 
little to get ahead.” 

“I sort of dread it.” 

Mr. Clutchbill gave his grey goatee 
@ nervous overhauling with one 
hand. He didn’t dare admit even to 
himself the bank was taking as big 
a gamble as Owen. “You say a 


turkey flock is liable to stampede,” 
he inquired after deep thought, and 
with a new note in his voice. 

“You let someone slam a car door 
or yell several times on the same key, 
and it is liable to start them off. It’s 
happened right on Julius Thorn- 
shank’s turkey ranch.” 

“I’m going up with you,” stated 
Mr. Clutchbill grimly as he slid out 
a note form filled for $7,500. 

“Well, I'll sign, then, and take 
just one more chance.” 

“We better start about nine in 
the morning,” cautioned the old 
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director. “It will give us time to 
look things over and size them up.” 

“Em—yes-s, I wish Julius would 
sell them dead and dressed, but he 
won’t bother. I have to take an awful 
risk for a few days. If a flying 
machine happens to buzz them it 
would put them into the woods, and 
a lot of them would be lost.” 

“I’m not worrying so much about 
that,” broke in Mr. Clutchbill. “I’m 
worrying about getting them at all 
with a city buyer showing up at 
noon.” 

The next morning around eleven 
o’clock Owen Tutter’s mud-spattered 
car bounced cautiously out along a 
plump peninsular reaching into the 
waters of Lake Champlain. It was an 
ideal turkey situation. The triangle 
of Julius Thornshank’s turkey ranch 
was closed by lake water on two 
sides, and the third was a marsh 
overlaid on one spot with a farm 
road. When the car rose to a low 
crest a luscious Thanksgiving pano- 
rama met the eye. Beyond a set of 
farm buildings a mesh wire fence 
inclosed a turkey pasture undulating 
over many acres. The ground seemed 
skinned almost to a polish by the 
feet and bills of hundreds of great 
birds. A near-sighted visitor might 
have thought he was approaching 
an ostrich farm in Africa. 

It was a day hushed by a low, grey 
November cloudland. Sounds carried 
for miles along the great inland sea. 
And as the car crept past the farm 
buildings a strange consolidated roar 
of turkey gobbles flooded the ears 
of the two men in the car. 

“There’s a couple of fellows out 
there at the gate,’”’ muttered Direc- 
tor Clutchbill uneasily. “Better park 
right near the fence beside them.” 


HE two men whose fingers were 

hooked to the wire mesh of the 
gate turned their heads when the 
car pulled up. They had the air of 
men deep in the act of bargaining. 
One in blue overalls was the turkey 
rancher, tall, angular and with 
sparse red hair. The other of me- 
dium height under a brown metro- 
politan fedora stared at the new 
comers with slightly bulbous blue 
eyes. It gave him the aspect of one 
inwardly startled. 

“Morning, Jule,” said Owen kill- 
ing the engine and getting out at 
the same time Mr. Clutchbill’s long 
legs were feeling for the brown sod. 
“Brought my old pal, Mr. Clutchbill, 
along to have a look at a real turkey 
ranch.” 

“Gentlemen, meet my friend, Mr. 
Hendrick VanOrman, just in on the 
New York plane,” voiced Julius by 
way of introduction. 

Over a rise of brown pasture a 
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heavy rumble of turkey voices came 
in a concerted gobbling from a vast 
army of unseen birds. Some dozen 
great birds just within the gate 
burst briefly into gobbled song. 


“Turk .. . turk-turk!” yodeled 
Julius through cupped hands. 

There was a strange silence. “I 
can’t seem to get them to come in,” 
complained Julius. “Guess they are 
interested in something over there 
. .. they are as willy-witted as a 
horse.” 


R. Clutchbill and Owen hooked 
their fingers on the wire mesh 
of the great padlocked gate and 
stared wonderingly down on a dozen 
vast birds. 
“Old-fashioned ‘bronze’,” muttered 
the old director. 


“Yeah ... and hefty this year,” 
nodded Julius. “All going before 
noon.” 


“Sold yet?” asked Owen meekly. 

“This gentleman and I are bar- 
gaining,” nodded Julius. 

A strange silence crept ’round the 
men. 

“They look smart,” praised Mr. 
Clutchbill his motionless eyes glued 
on the few great birds just within 
the gate. 

Several old bronze toms brustled 
up their cocoa topsides and began to 
strut to and fro. Under Mr. Clutch- 
bill’s eyes was a mammoth one. He 
came close and inspected the old di- 
rector with clear, autumn-brown 
eyes. Just above his eyes hung side- 
wise a red elephant’s trunk as though 
he’d pulled a tuque on backwards. 
But in colorful contrast, his head 
was sapphire-blue, save where a 
lemon-yellow button put an ear 
on his temple. Fanciest of all, he 
wore a comb like the wig worn by 
judges in London. For here was the 
same marcel of horizontal waves 
crinkled like sheep’s wool, white on 
the crests, sapphire in the valleys. 

“They can see like a yearling 
eagle,” revealed the turkey man. 

“Wish the flock would come over 
here,” said Mr. Clutchbill. 

“You can go in if you want to.” 

“Would they harm you?” voiced 
the New Yorker, Mr. VanOrman, 


running his fingers nervously over 
the wire screen. 

“T don’t think they’d mess you 
up any,” soothed the turkey man. 
“Only don’t excite them. If they 
stampede they’d roll over an ele- 
phant. Some of those birds weigh 
thirty pounds. Ten of them can 
down you.” 

Mr. Clutchbill looked slyly at 
Owen, then at Mr. VanOrman. “You 
can come with me, brother, if you’d 
like to.” 

“Walk careful and don’t holler or 
make a sharp noise,” cautioned the 
turkey man. “If they think you are 
feeding them there will be an awful 
crowd round your legs.” 

The turkey man unlocked the gate 
and let the old director and Mr. 
VanOrman’s shaking legs through 
the opening. 

Walking mighty close to Mr. 
Clutchbill’s elbow and keeping a pair 
of staring eyes to left and right, Mr. 
VanOrman advanced over the almost 
turkey-denuded sod toward the low 
crown of a hillock surmounted by 
a broken down butternut tree, its 
ghostly stubs holding up against the 
horizon the silhouettes of several 
roosting turkeys. 


HEN the two men topped the 

rise a great army of bronzed 
backs spread away over lower 
ground. And at the very moment an 
excruciating event was about to over- 
whelm the turkey army. Some keen- 
eyed turkey, while aiming along the 
terrain, had sighted far off a belated 
November grasshopper. Slyly the 
great bird seemed to let down his 
galluses before bursting ito a sud- 
den headlong gallop for the prize. As 
though alerted by a hunting horn, 
every envious turkey plunged after 
him. On account of a good start and 
desperate running he overhauled the 
grasshopper after it had made a half 
dozen frantic jumps to safety. How- 
ever, even though the lucky bird 
held aloft his long neck and swal- 
lowed frantically with admirable 
pumping gulps, the insect didn’t clear 
his windpipe properly owing to the 
sharp prickers on its legs. Caught, 
thus off balance, the whole scrim- 


mage piled on top of him, hoping 
at least for a morsel. But somewhere 
down deep in the crush the turkey 
swallowed the grasshopper, dug his 
way back into the world, dusted his 
hands and walked off with the aristo- 
cratic stride of a knight of the 
boulevards. 

“How'd you liked to have been 
under that bunch?” gasped Mr. 
Clutchbill. 

Mr. VanOrman looked on both 
sides and behind him as one does on 
a lonely road on a dark night with 
low clouds. His lips moved but no 
sound came. 


T was now evident the turkeys had 

turned their eyes on the new ar- 
rivals to their range. They came run- 
ning in dozens, then in hundreds. 
Before the two men could retrace 
their steps ten rods they were sur- 
rounded. Two hundred turkeys were 
leaning up against their knees, then 
two thousand. Every time the two 
men struggled gateward a roar of 
protesting gobbles rose from the sea 
of bronze backs. 

Suddenly Mr. Van Orman clutched 
Mr. Clutchbill’s sleeve and let out a 
keen yelp. He looked down in fear. 
He had felt a sharp blow. His toe 
stung. A mammoth tom turkey had 
taken a peck at the toe of his tan 
shoe mistaking it for a pumpkin 
rind or a hidden corn. 

“I’m getting out of here!” yelled 
Mr. VanOrman through an hysteri- 
cal throat. 

“So am I!” hollered Mr. Clutchbill. 

In a moment the old director was 
hurdling vast bronze backs while 
Mr. VanOrman sought openings 
through which he flew with the speed 
of a jackrabbit. The turkeys followed 
with a speed that would have made 
one think each one of them ex- 
pected to be made the president of 
a gold mine when the gate was 
reached. 

Both the turkey man and Owen 
Tutter were watching the desperate 
race and hollered words of comfort, 
and to slow down. 

As Mr. VanOrman, who was in 
advance, came pounding over the 
sod the turkey man hunted frantic- 
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ally through the pockets of his frock 
for the padlock key to the gate. 
Finally snatching it out he dropped 
it in his hurry. 

He needn’t have bothered to 
pick it up. Mr. Van Orman went up 
over the wire mesh of the gate like 
a squirrel. Nor did he stop running 
till he made a flying leap to the 
wheel of his car. 

There came the sudden blast like 
a 10-gauge shotgun as Mr. VanOr- 
man’s engine roared a leave-taking 
salute, and the car went bumping 
crazily away over the rough ground. 

Then, suddenly, the car stopped 
when it had gained the safety of the 
farm buildings. Mr. VanOrman got 
out and waved frantically for the 
turkey man to come. 

The roar of two thousand turkeys 
came in an excited echo over the 
range. The turkey man hesitated. 
Before the tumult quieted Mr. 
Clutechbill struggled through the 
gate. Through a panting windpipe 
he got a word into Owen’s ear. 

“Grab those turkeys before the 
two get together again! ...I got 
the New Yorker out there hoping 
he’d get scared off.” 

In the wake of the turkey serenade 
the turkey man had taken a few 
steps toward his city customer. 


PURRED by the old director’s 
words Owen let out a retaining 
yell. 

“Julius! ... Julius!—wait a min- 
ute. You going to let me have that 
flock same as usual?” 

The turkey man turned his eyes 
from the waving arms of the distant 
city man to Owen. 

Another even more insistant vol- 
ume of gobbling came from beyond 
the fence. 

“Twenty five cents a pound on 


the hoof . .. all trouble free—cash 
money!” put in Mr. Clutchbill 
briskly. 


The turkey serenade rose to a 
higher and crazier key. 

“Take ’em .. . take ’em! be- 
fore they stampede,” hollered Julius 
Thornshank running to the gate to 
make sure it was locked. “They 
thought you were going to feed 
them, That’s why they followed you. 
Now they are all excited.” 

Mr. Clutchbill and Owen hurried 
after him. “Owen has a check al- 
ready to put a pen to for the whole 
herd,” announced the old director 
hurriedly. 

“Count ’em,” howled Julius, “be- 
tore they stampede. We can aver- 
age the weight ... runs from twelve 
to thirty pounds a bird.” 

“Do what’s needed, Owen. I’ll be 
waiting in the car,” said Mr. Clutch- 
hill limping tenderly toward an an- 
cient mud-spattered sedan. 
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The new “Thermo-Fax” Copying Machine 
...if it’s speed you need...try this! 


No other copy method can match the 4-second speed of the all-new 
THERMO-FAX “Secretary’”” Copying Machine. That’s because no other 
copy method is completely dry and truly All-Electric. There are no chemicals 
to pour in this really modern copy maker. No negatives to make. You 
simply copy loan applications, financial reports, statements—all kinds of 
records—by eléctricity alone. And the cost per copy is as little as 5¢. To 
see how you’ll save more time and money with dry process copying, call 
your nearby dealer (he’s listed in the Yellow Pages). Or send coupon below. 





Thermo-Fax 


COPYING PRODUCTS 





**Thermo-Fax” and “Secretary” are 
3M Company trademarks 
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3M Company, Dept. KR-118, St. Paul 6, Minn. 
Send full information on the all-new THERMO-FAX 
“Secretary”? Copying Machine. 


iN 4 SECONDS 
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27 Bishop National Bank rejuvenates its quarters 
93 
os Honolulu’s century-old Bishop National Bank has played a vital role in 
Hawaii’s development. Today, with its 23 branches, it serves over 150,000 
49 customers, As the Islands move toward statehood, Bishop National has 
94 strengthened its leadership with a complete modernization of its main quarters, 
ready to serve Hawaii’s fast-expanding banking needs. The project was entrusted 
to Bank Building Corporation’s team of specialized planners and designers. ; 
sa Within the walls of the old building, these “space engineers” increased usable The dark, high-ceilinged old lobby was roofed over, 
16 area by 30 per cent, Electronic, centralized bookkeeping speeded up operations. and the space thus gained used for rental office space, 
Year-round air conditioning has improved employee productivity, boosted employee facilities, air conditioning equipment, and 
81 rental income, Old-fashioned work and public areas are today warm, cheerful, new work areas. 
nviting. Operating efficiency has been improved. With their background of 
,300 financial design projects, Bank Building’s specialists have helped 
80 repare Bishop National for the demands of Hawaii’s exciting future. 
92 
1s See for yourself the results of Bank Building’s special- 
ra, ized remodeling techniques. Send today for ‘* Banker's 
Guide to Remodeling Existing Premises.” No obligation. 
9 
ng, 
102 
OF AMERICA 
aR Headquarters: ST. LOUIS, 1130 Hampton AVENUE 
..86 Offices in: . 
NEW YORK, 342 Mapison Ave. ¢ CHICAGO, 333 N. MicHIGAN Bishop National’s beautiful modern lobby is today a 
162 AUSTIN, 2609 McCattum Dr. ¢ SAN FRANCISCO, 355 SrockTon Sr, downtown Honolulu showplace. Live floral display 
ATLANTA, WeEsTERN UNION BLDG. murals, frequently changed, add tropical glamour to 
ise Operating Outside Continental U. S. as: Bank Building Corporation, International the decor of work and public areas. 
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83rd year of growth 
through service to people 









At the Close of Business September 24, 
1958, Date of Official Report of Condition 
Set By Comptroller of the Currency 


ASSETS 








$808, 104,073.47 





The major difference between banks of today 
is the way people are treated. 
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PRESIDENT 


| 
| 
| 
| Cash on Hand and Due from Banks . . . « + $222,944,878.07 
| United States 
Government Obligations . . $127,250,805.49 
| Public Housing 
| Authority Obligations 
(Fully Guaranteed) . . . 4,436,953.10 
| State, County and 
| Municipal Bonds . . . . 20,657,102.48 152,344,861.07 
| Og ae ee ae ee ee 4,591,441.87 
| Stock in Federal Reserve Bank . . 2 « « « 1,533,000.00 
ee ee ee a ae 396,904,110.36 
| Commodity Loans . tk (eee &. ee S @ 8,954,033.27 
| Ipeome Acerued . « « #& © 6 © © 8 3,181,983.93 
| Letters of Credit and Acceptances. .« 2. 6 « ¢ 8,179,083.22 
| Banking House and Equipment . . .« « « « 9,270,310.41 
Other Aestis . «© « 2 0 te 6 6 6 8 200,371.27 
7 $808,104,073.47 
| LIABILITIES 
| Capital Stock . . « 6 « « $ 23,100,000.00 
| Surplus Fund. . . 2 « « 28,000,000.00 
Undivided Profits . . . . 6,693,852.86 $ 57,793,852.86 
| Reserved for Contingencies oe °@ & #55 7,961,145.09 
| Reserved for Taxes, Ete. . 2. «© «© «© «© «© 6,293.419.00 
| Dividends Declared — Unpaid. .« . « « « « 808,500.00 
Deferred Income... « « © © © e © e 2,298,536.38 
| Letters of Credit and Acceptances. . « «© «© 8,179,083.22 
| DEPOSITS: 
| Individual . . « « « « $515,933,450.31 
Banks . « 2 ce e «© ce 198,314,491.49 
| U.S. Government. . . « — 10,521,593.12 _724,769,536.92 
| 
| 
| 
| 
| 
| 
| 
| 
| 
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